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Practical beauty for any type window. 
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the finished Dodge Screen. 


first in aluminum screens 
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For full information, see your building supply distributor, or write, wire or call 


odqg © WIRE CORPORATION 


e Phone: JAckson 5-4514 


249 Spring Street, $.W., Atlanta, Georgia 





WOO 
is the gun 
to reach 





ARROW’s T-50 $ 


No more sagging sales! Blast your way : dec Di Reed ~ 


eeeeeereeesese 


into the big profit picture with the famous : Mee NEW! JT-21! The mass : 
T-50 staple gun and a whole barrage of . WEA market staple gun!? gm NEW! T-32! New in- 
new ARROW products! Look to the right ew Retails for $4.95!° op, nards create a power 
at just some of the reasons why Arrow : Every housewife can; § = poser pee 
remains No. 1 in the trade! : 7 attord on : es 
That’s only the beginning! Send for . : 

Arrow’s new catalog. You'll see an arsenal : i - -a NEW! Display Pak! : 
of new products ...a profit margin that : an tacker ... new = ==» Packs 3 1-50 tackers : 


remains secure . . . Arrow’s protect-you : : jout...per- : perm ig a display that: 
policy of selling only thru the trade... - y balanced so you > (sedi STOPS EM! TELLS : 
and all backed by the biggest ad cam- - a . (strain? = EM! SELLS ‘EM! : 


paign in Arrow’s history! 


MRrraow FASTENER La. Nc. 
1 Junius St., Brooklyn 12, N. Y. 
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10 service centers 
TAILOR ORDERS 
TO YOUR 
REQUIREMENTS 


REYNOLDS 
ALUMINUM SUPPLY COMPANY 


Offers you building materials 


within easy reach throughout the South 


When you do business with Reynolds Alum- 
inum Supply Company, you can fill all your 
building materials needs from any one of ten 
sources with only one order and one invoice. 
There are ten Reynolds Aluminum Supply 
Company warehouses located in a network 
covering the Southeast and the one nearest you 
can fill all your building materials requirements. 

Some of the finest brand names in the in- 
dustry are available from these warehouses: 
Reynolds Metals, LOF, Fry, Olin, Wallace, 
Corrulux, Masonite and others. These are 
names you can rely on. And the Reynolds 


Aluminum Supply Company service is some- 
thing you can depend on. The warehouses are 
within easy reach, putting vast building ma- 
terials stocks as near to you as your telephone. 

Next time you want to order building ma- 
terials, call in one of the eighty Reynolds 
Aluminum Supply Company service represen- 
tatives. He’s a good man to know and he has 
unmatched service and supply behind him. 
Find out how easy it is to do business with 
Reynolds Aluminum Supply Company. There 
is no easier way to fill your building materials 
needs, today. 


General Offices: Atlanta, Georgia 
Our 44th Year 


Louisville, Kentucky * Memphis, Tennessee * Miami, Florida 


® WAREHOUSES: Ditnnte Georgia ° 


Nashville, Tennessee 


Birmingham, Alabama * 


Jacksonville, Florida * * Raleigh, North Carolina * Richmond, Virginia * Savannah, Georgia 
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BETTER SERVICE 

Both standard and special 
size TENSION-tites are 
immediately available from 
nearby jobbers. 


EASIER TO STOCK 
Neatly cartoned, sizes plain- 
ly marked, screens protected 
against damage and dust. 
Easily shipped. 


6,000,000 IN USE 
This is the Number 1 screen 
among homeowners and 
contractors throughout the 
South and West. 


LOWER COST 

Both first cost and annual 
cost make TENSION-tite 
the choice for double-hung 
wood windows. 


(7 
J 


MORE PROFITABLE 
You make a much better 
profit by offering TEN- 
SION -tite rather than wood 
or metal frame screens. 


STEADY TURNOVER 
The steady turnover, good 
dollar volume, and excellent 


profit make TENSION-tite | 


the screen to handle. 


YOUR CUSTOMERS LIKE IT! 


BETTER LOOKING 

Inconspicuous TENSION- 
tite screens stay trim and 
taut for years and years. 
They never need painting. 


NO MAINTENANCE 
All-aluminum TENSION- 
tite screens have simple, 
foolproof hardware that 
does not attract children. 


) For additional information please write 


RUDIGER-LANG CO. 


Factories in Toccoa, Ga. and Berkeley, Calif. 


international Trade Mart *« New Orleans 10, La. 
TUlaene 7186 
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‘BETTER WAY’ 





““Money Tree” Promotes Good-Will 


An imaginative Haleyville, Ala., dealer promoted 
good-will, made new friends and prospects, and got 
his name before his trade with an unusual promo- 
tion — a “Money Tree.” 


For three days during November, Cecil Pulian, 
manager of the Haleyville Lumber and Building 
Supply Company, ran spot radio announcements 
about the ‘Money Tree”’ in his store. All adults over 
18 years of age were invited to come to see this tree 
and pluck a prize from its branches. 

Small envelopes were slipped on the numerous 
twigs of a small hickory tree. Each envelope con- 
tained a card that entitled the person who drew it 
to a prize. The prizes consisted of cigarette lighters, 
flashlights, silver dollars, pencils, paint, key holders, 
and pocket combs. Gift certificates of $100 were 
given to new homebuilders who made purchases from 
the company. Many manufacturers of products sold 
by Pulian furnished prizes as advertisement. 

The visitors had only to come to the store, register, 
and then select an envelope from the tree. During 
the three days of the promotion, Pulian says they 
gave away 850 prizes. This represents about 10 per 
cent of the population of the town and a larger per 
cent of the adult population. 


Wall Display Boosts Guttering Sales 


Wall displays of asphalt roofing in all colors have 
proved themselves a profitable promotion, and Alex 
Litman of the Temple Hardware and Supply Com- 
pany in Alexandria, Va., carries his display one step 
farther. 

He enhances the roofing display with a gutter and 
downspout sample. The compact display is right un- 
der the ceiling, and Litman finds it a tremendous 
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stimulant to sales and a good tool for instructional 
purposes. 

Litman reports that sales results of the display 
have been excellent. Before, only an occasional in- 
quiry brought sporadic sales. Now Temple Hardware 
and Supply buys its complete line of guttering by 
the truckload, gets direct shipment. obtains better 
prices, and makes bigger sales. 


Signs Publicize Easy Payment Plan 
The Bowman Lumber Company in Clyde, Tex., has 


increased its FHA Title I business by publicizing 
an easy payment plan on two large signs. 


DOWN PAYMENT 
36 MONTHS TO PAY 





The signs — one in the show window, and an- 
other mounted on an island display in the store 
are stamped with the Operation Home Improvement 
seal. “‘No Down Payment 36 Months to Pay!” is 
written in large letters over a payment schedule 
chart. The chart clearly outlines, for certain amounts 
borrowed, the amount to be paid back with accrued 
interest rates figured in, and the amount of the 
monthly payments. 

Manager Wayford Tyler says he feels the signs 
have paid for themselves many times. The cost of 
the signs was about $10. FHA Title I business at the 
Bowman Lumber Company increased about 30% 


last year. 
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“til, 
THRESHOLDS and 
~ WEATHERSTRIPS 


Model A40 
VP 


with Vinyl 
inserts 


This modern 

sweep-over type of 

threshold is completely 

, Jie water proof, protected at 

Built ve all floor contact points with long 
for long: lasting vinyl inserts. 

lasting We manufacture 45 threshold 

; types. Send for new catalog— 

satisfaction STA. 


A750 Aluminum 5” x 4” B750—Brass 5” x 4” 
A new, effective latch track that will 
fill the growing school building demand. 


4 
Mow Bronze 
WwW/s 
12 coils in handy 
dispenser with nails. 


1775 AIRWAYS PHONE FA 7-8431 « MEMPHIS, TENN. 
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BIG VOLUME on SMALL STOCKS 


LION ROOFING ASPHALT 
For hot application. Most economical 
covering for roofs of large buildings. 


LION ASPHALT ROOF COATING 
Liquid, ready to use. For new roofs 
or to preserve old ones. 


LION ASPHALT PLASTIC CEMENT{ 
For repair of breaks, cracks and 
holes in all types of roofs. Also for 
sealing and waterproofing. 


LION ASBESTOS ASPHALT ROOF COATING 
Surface finish for new roofs. Also 
recommended for renewing old, dry 
roll roofing. 


LION ASPHALT R. D. PRIMER 
Serves as primer for hot asphalt ap- 
plication for dampproofing concrete 
or masonry. 


LION COLD PROCESS LAP CEMENT 
Quick-setting, liquid asphalt. Elimi- 
nates nails on lower edge of roofing. 


LION COATING NO. 3{ 
Has a high filler content. Especially 
effective on metal surfaces where a 
tough and abrasion-resistant coating 
is desired. 
LION BLIND NAILING CEMENT 
A ready-to-use compound of asphalt 
and asbestos fibre which eliminates 
the need for nailing the lower edge 
of roll roofing, avoiding leak hazards; 
also for applying selvage-edge roll 
roofing and unsaturated felt. 
tMade under the Process of Patent No. 2393774 


LION OIL COMPANY 
EL DORADO, ARKANSAS 


Please send me complete information about your Asphalt 
Roofing Products and the name of your nearest whole- 


sale distributor. 


Name 





0 SS ee 
City. 





vih LION 


Asphalt 
Roofing 
Products 


Big profits on a small investment! That’s what 
you can expect when you handle Lion roofing and 
waterproofing asphalts. Here’s why: 


Wide consumer acceptance of the Lion line means 
fast turnover. And quick deliveries from your nearby 
Lion distributor enable you to do a large volume 

on small stocks... which means a minimum 

of cash tied up in inventory. 

Lion asphalt roofing products are of the highest 


quality. Each meets or exceeds the most 
rigid U. S. Government specifications. 


Get complete information about Lion Asphalt Roofing 
Products ... how the Lion line can make more money 
for you. Mail the coupon now. No obligation, of course. 


LION OIL (a— COMPANY 


A Division of Monsanto EL DORADO, ARKANSAS 
Chemical Company * 


+ 
TRADEMARK OF 
MONSANTO CHEMICAL COMPANY 
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SPECIAL S*B+«S REPORT 


THE OUTLOOK 
from WASHINGTON 


WATCH THE CONSUMER and 
his spending for a tipoff as to which 
way business is really heading. Climb- 
ing government spending is just about 
offsetting declines in outlays for new 
plant and inventory. So the consumer 
is now the swingman who can tip the 
balance either way —to recovery or 
more slide —— depending on whether 
he steps up or cuts back. Conflicting 
forecasts center in differences as to 
what consumers will do. 

Most economists are concerned at 
the way retail sales dropped after 
1958 began, reflecting job layoffs and 
short workweeks. The drop started 
manufacturers worrying about in- 
ventories; so they have been adding 
to layoffs, to reduce stocks. The big 
danger that’s seen is a chain reaction 
of still more cuts in buying . . . more 
cuts in inventory ... jobs. . . income. 

The President and his advisers are 
convinced that the recession is run- 
ning out of steam. They see growing 
resistance to further declines — in 
the consumer’s area as well as in 
that of industry. This is why they 
are so opposed to cutting taxes. And 
they are sure that the next two or 
three months will prove them right. 


PRICE CUTS MAY NOT halt 
the recession, say price experts in 
government and industry. A_ sub- 
stantial number have been made, 
especially in hard goods, with little 
improvement in sales resulting. So 
industry sees little point in really 
determined cuts. Besides, many du- 
rables have little margin left for cut- 
ting. Soft goods are actually rising 
in price, over-all. 


INTEREST RATES WILL 
fall still more this year — maybe 
to near levels reached in 1954, at the 
depths of the country’s last recession 
in business. It won’t be because of 
action by credit controllers at the 
Federal Reserve, either; their recent 
steps to ease money are all they in- 
tend to take now. (The Federal 
Reserve’s action has already knocked 
rates down more than 1%.) 

Natural market forces will bring 


about the future easing. The supply 
of credit will be expanding as the 
budget deficits rise and the U. 5S. 
borrows to pay in effect, creat- 
ing money. The demand wi.] shrink 
as businessmen cut their inventory 
and need less capital in financing the 
reduced outlay for plant. Commercial 
bank rates will fall faster than long- 
term rates. 


MUCH TAX LEGISLATION — 
the bulk of it of direct concern to 
business — still faces Congress as 
this session enters the home-stretch. 
Some of the proposals pending have 
been much talked about — a general 
slicing of rates on individual income, 
for example. But there are others, 
important in their own way, that have 
been obscured by the debate over 
the tax policy best suited for a reces- 
sion. 

It’s clear now that not all the meas- 
ures can be considered, let alone 
passed, in the time that remains. This 
is a Congressional election year and 
lawmakers won't be in Washington 
beyond August. This means that many 
bills — some of unquestioned merit 
-— will die. 


EXTENSION OF CERTAIN 
“Korean” taxes, which automatically 
expire on June 30, is the one piece 
of tax legislation that’s certain to be 
enacted. Even those who have favored 
tax cuts as business stimulants agree 
that these expiring levies aren't the 
best way of granting relief. So a bill 
to extend at least part of them will 
get a clear track from leaders of both 
parties. 


ANTI-RECESSION tax cut push 
will get its big opportunity when the 
extender bill comes up for action. 
Once it reaches the floor for debate 
it will be open to amendmeiit: virtu- 
ally any kind of program could be 
tacked on, bringing the issue out in 
the open for a final showdown vote 
— up or down. It might take all of 
the White House’s power and prestige 
to shut the Pandora Box again — if, 
indeed, it can do so. 

The kind of cuts likely to appeal 


to Congress might include: For in- 
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dividuals, the rate on the first $1,000 
of income would be cut from 20% 
to 15% — a 25% slash. The rate 
on all other income would be cut 5%. 
Savings would come to $4.6 billion. 
For corporations, the Administration 
would insist on some relief, to stimu- 
late critically important spending for 
plant. The top rate might be cut to 
50%, saving about $800 million. On 
excises, rates on autos, appliances, 
and transportation might be cut or 
ended to spur buying. Saving? $1.5 
billion. This sort of program will 
continue to have a lingering chance 
of passage until the session’s end. 


ODDS ON TAX RELIEF for 
small business increase as prospects 
for the anti-recession cuts diminish. 
Giving little firms a break appeals to 
many Congressmen for several rea- 
sons: (1) It would enable them to 
do something this year, as a sub- 
stitute for broad cuts, and (2) it 
would advance their positions on the 
hot political issue of small business. 

The President has urged four kinds 
of relief for small firms: Ordinary 
loss deductions — not smaller capital 
losses — should be permitted on in- 
vestments in the stock of small com- 
panies. Accelerated depreciation for 
used equipment up to $50,000 a year 
would be allowed — such as now 
applies for new items. Partnership 
treatment should be granted small 
corporations. Payment of estate taxes 
should be permitted over 10 years in 
cases where an estate consists largely 
of an investment in a closely held 
business, which might otherwise be 
liquidated. Tax experts in Congress 
think this program has a 50-50 chance 
of passage this year, even though it 
got off to a late start. 


A COMPREHENSIVE revision 
of excise taxes — the first such since 
1932 — has been drawn by the House 
Ways and Means Committee. The 
bill deals with all types of excises: 
retail, manufacturer, tobacco, liquor, 
etc. It makes some changes in rates, 
to make schedules uniform and elimi- 
nate inequities. But most of the pro- 
visions cover regulations and pro- 
cedures. 





SUPPLY and DEMAND 





D&B Survey Indicates 
Profit Squeeze in ‘58 


Presidents of companies repre- 
senting a cross-section of the 
largest U. S. industrial concerns 
report a 5 per cent over-all in- 
crease in net sales in 1957 over 
1956, along with an aggregate drop 
of 1.7 per cent in after-tax net 
dollar profits. 

Among the companies project- 
ing net sales for 1958, volume is 
expected to decline 5 per cent be- 
low 1957 and about equal 1956 
levels — but with a further dip 
of 8.4 per cent in dollar profits. 
With roughly the same net sales 
volume in 1958 as in 1956, net 
profits are expected to be 10 per 
cent below that year’s levels. 

Such were the indications high- 
lighted in a recent industrial sur- 
vey conducted by Dun & Brad- 
street, participating in which was 
a group of more than 100 indus- 
trial company presidents. 

For the average company poll- 
ed, net profit as a percentage of 
net sales has slipped from 6.1 per 
cent in 1956 to 5.7 per cent in 
1957 — with a further drop to 
5.4 per cent expected by the end 
of fiscal 1958. 

Not surprisingly, the presidents 
blame the profit pinch on the 
familiar cost - price - productivity 
squeeze. Despite the rising costs of 
material and labor, many presi- 
dents say growing competition 
forces them to hold the price line 
at present levels. A number of 
company heads attribute the profit 
pinch to overcapacity or past capi- 
tal expenditures. 

According to the _ industrial 
leaders, gross profits over the next 
few years will be improved pri- 
marily by three factors: new prod- 
ucts (cited by 65 per cent), ex- 
panding U. S. population (30 per 
cent), and increasing export mar- 
kets (14 per cent). Another 13 per 
cent expect all these sales factors 
to contribute to a stronger gross 
profit showing. But only 7 per cent 
look for gains due to increased 
selling prices. Over the next few 
years, industry heads expect these 
expense factors to improve their 
profit picture: more efficient proc- 
esses (mentioned by 49 per cent 
of the presidents), automation (27 


TILE PANELS ENHANCE COUNCIL’S NEW LAB 


Ceramic tile progress is mirrored by panels of glazed and unglazed ceramic tile 
covering this new Princeton, N. J., research laboratory of the Tile Council of 
America. Here, engineers and technicians will seek installation improvements 
and new uses for ceramic tile. The 26 manufacturers who comprise the Tile 
Council are said to produce more than 90 per cent of the nation’s ceramic tile. 


per cent), tighter budgeting and 
cost control.(17 per cent), higher 
productivity (11 per cent), and 
lower marketing costs (another 11 
per cent). 


Particle Board Testing 
Now Offered by TECO 


The Timber Engineering Com- 
pany, Washington, D. C., has in- 
itiated a particle board testing 
service to provide such producers 
with the assurance of product 
identification and quality uniform- 
ity, and to assure users that the 
products purchased conform to 
end-use specifications. 

The Teco laboratory will issue 
a certificate of uniform quality, 
based on tests of samples selected 
at random, to firms participating 
in any of the several testing and 
evaluating services, including FHA 
minimum standards. 

Manufactured boards conform- 
ing to standards of the type tested 
will bear a stamp certifying ac- 
ceptance under Teco’s uniform 
quality and property standards. 
“Test standards are based on the 
physical property values best suit- 
ed to determine each property of 
particle board. If necessary, future 
tests will be revised or modified 
to conform to nationally-accepted 
standards that are adopted by 
recognized organizations or manu- 
facturers, or commercial standards 
when they are published by the 
U. S. Department of Commerce. 


Building Contracts 
Perk Up in April 


For the first time since last Oc- 
tober, construction contract awards 
in the U. S. in April exceeded the 
same month for the year before, 
F. W. Dodge reported. April con- 
tract awards of $2,881,011,000 
were 4% greater than for April 57. 

Practically all construction cate- 
gories showed improvement during 
the month. Residential building 
showed its first increase of the 
year, up 1% from a year before. 
Dwelling unit contracts were up 
4%. The unit increase was noted 
as due to a sharp shift to two- 
family homes and apartment build- 
ings. 

The four-month cumulative to- 
tal of contracts was down 7% from 
the like 1957 period. Residential 
contracts were down 6%; heavy 
engineering, off 10%, and non- 
residential down 7%. 

A more-than-seasonal increase 
in private non-farm housing starts 
in April brought the seasonally 
adjusted annual rate up to 950,000. 
This was only 1% below the year- 
before level. Compared with April 
57 starts, conventional starts were 
up 2%; FHA starts, up 87%, but 
VA starts were down 64%. 

In a recent survey by the NAHB 
Builders Economic Council, home- 
builders throughout the nation ex- 
pected 1958 starts to top the 1957 
total by 10% — with big jump 
in less-than-$15,000 homes. 
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ARKANSAS 

EL DORADO 
Billy Jack Smith 
721 Liberty 

FT. SMITH 
Bill Chisholm 
P.O. Box 744 

LITTLE ROCK 
Ray Glover 
P.O. Box 2098 
Hy | F. Landes 
P.O. Box 2098 


KENTUCKY 

OWENSBORO 
Russell McAlister 
P.O. Box 391 


LOUISIANA 

ALEXANDRIA 

Lloyd Click 

#5 Caroline Drive 
NEW ORLEANS 

Doyne Smelser 

242 Little Farms Avenue 
SHREVEPORT 

Buddy Neal 

P.O. Box 631 

413 Louisiana Bank Bidg. 


MISSISSIPPI 

CRYSTAL SPRINGS 
C. E. Kiumb Lumber Co. 
P.O. Box 391 


MISSOURI 
KANSAS CITY 
Luck L. Cox 
1006 Grand Ave. 
LIBERTY 
W. M. Hall 
481 E. Kansas St. 
SPRINGFIELD 
Jack C. Carter 
National Station 
P.O. Box 2047 


NORTH CAROLINA 
CHARLOTTE 
Fred Carder, Jr. 
3139 Willow Oak Road 


OKLAHOMA 
ARDMORE 
F. W. Nims, Jr. 
P.O. Box 1911 
1702 Third - SW 
LAWTON 
John G. Burnett 
1622 No. 24th St. 
OKLAHOMA CITY 
F. K. Duncan 
P.O. Box 3672 
2201 Classen Bivd. 
TULSA 
W. B. Campbell 
P.O. Box 253 


TENNESSEE 
MEMPHIS 
Duke Forest Products, Inc. 
P.O. Box 6251 
213 Plaza Building 
3387 Poplar 


TEXAS 
ABILENE 
J. Hunter Lamb 
Wooten Hotel 
AMARILLO 
R. H. Kelly 
P.O. Box 214 
CORPUS CHRISTI 
Joe T. Holland 
P.O. Box 1956 
101 W. W. Jones Bidg. 
DALLAS 
Clay Burnett 


Burnett Forest Prod. Sales Co. 


924 ICT Building 
HOUSTON 

D. J. Saunders 

P.O. Box 1654 
SAN ANTONIO 

J. P. Hart 

P.O. Box 2165 

Gibbs Building 
TYLER 

Morris C. Wells 

Box 461 


.0. Box 
105 E. Hillsboro 


WICHITA FALLS 
Clarence L. Moore 
P.O. Box 982 
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Contact Your Nearest 
Dierks Representative: 

























































Dime Powobing 


Walls paneled with Dierks Pine Paneling have a charm which cannot be equalled 
with any other type of wall treatment. Nature has endowed Dierks Pine with a figure 
pleasing to the eye, and with mellow amber tones which blend easily with the transparent 


finishes now so much in vogue. 


Dierks Paneling is not a veneer—it’s solid wood full three-quarters inch thick. Each 
piece is carefully selected for distinctive grain from steam kiln dried lumber, smoothly 


milled and worked to pattern. 


Your customers will appreciate the fact that the in-place cost of Dierks Paneling 


compares favorably with other types of wal! treatment. 


Dierks Paneling makes distinctive exteriors, also. Because it is made from full- 
width boards, treated with a water-repellient, toxic chemical, it is excellent for exterior 


use wherever quality is called for. 


When your customers want quality paneling—something above the ordinary—that 
means Dierks Pine Paneling. If you are not yet handling it, get in touch with your Dierks 


representative listed at left or write direct to Dierks at Hot Springs. 


Dierks Forests, Inc. 


810 Whittington Ave. 


Phone NAtional 3-7766 


For more details on above items, use Coupon on Page 52 


Hot Springs, Arkansas 











® Used with consent of 
Mack Trucks, Inc. 


Famous 
Symbols of 
= 


Folding Wardrobe Hardware, 
Edge-Mount Pivot Hangers. 
Adjustable. For wardrobe 
passageway and pass-thru. 
Eliminates floor obstructions for 
safety and easy maintenance. 


Just as the famous 
bulldog is a symbol for 
tenacity in trucks, 
“NOYO,” trademark of 
Union Lumber Company, 
stands for consistent 
high quality 

in REDWOOD. 


@ certified K. D. | RSSeMOLY Sg GBR rositive tock a. 
@ precision milled 

@ complete stocks 

@ perpetuated timber 


BOTTOM 
PIVOT. ASSEMBLY 


Modernized equipment 
and nearly 

three quarters of 

a century’s experience 
as Redwood specialists 


MODEL F 


Folding Wardrobe Hardware, 
Side-Mount Pivot Hangers. 
Adjustable Folding Door 
Hardware with exclusive features 
that eliminate undesirable fioor 


keeps true — “once a obstructions. 


Noyo Dealer —always.” 


MIXED CAR 
SHIPMENTS 


ome 
€ 


JAMB 


< PLATE 
Union LumBER COMPANY 


HANGER 


TREE FARMERS AND | a aren | 


MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


When the job calls for 
high performance at moderate cost, they'll 
specify GLIDE-MASTER—order today ! 
San Francisco 


SALES REPRESENTATIVES 
THROUGHOUT THE NATION 


Los Angeles 
Park Ridge, Ill, 
New York 


Member California Redwood Association 


For more details on above items, use Coupon on Page 52 


There is a Glide-Master unit 
to meet every folding and 
sliding door problem. See the 
complete line described in 
the new Glide-Master catalog. 


Yours free. Write on your 
letterhead today. Ask about 
representing Glide-Master in 
your community. A few choice 
territories are still available. 


ARTHUR COX & SONS, INC. 


70 NORTH SYCAMORE * PASADENA, CALIFORNIA 
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You can sell more AP CO windows 








sie eae nara ee ee 
iE SARS Se Saas 











More styles...More beauty...More quality features! 


Every APCO Window designed to meet the Manufactured by 


demands of today’s market. Completely assembled 

and glazed . . . ready for quick, easy installation. Division of Tusco Corporation 
Uniform high quality backed by manufacturer’s Ln) 

guarantee since 1947. Write Dept. SBS-10 for 1901 Franklin e Houston 2, Texas 


literature and pricing information. 
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TOP NEWS 





Monroe Plan for 
Science Study Clicks 


The Forest Products Division of 
the Olin Mathieson Chemical Corp. 
sponsored an unusual pioneer ex- 
periment in high school education 
at Neville High School in Monroe, 
La. The experiment involved a 
select group of 30 academically 
superior students who took a two- 
hour-a-day course in college-level 
chemistry under an outstanding 
chemistry teacher. 

This experiment, called the 
Monroe Plan, was conceived by 
Robert H. Evans, vice-president 
and general manager of the Forest 
Products Division. The plan was 
worked out in cooperation with 
the Monroe School board in June, 
1957. At the time, the Forest 
Products Division donated the 
Frostkraft Grant for Science Edu- 
cation — a $10,000 fund for the 
purpose of bringing to Monroe an 
exceptional teacher who would 
conduct an intensive science course 
for outstanding students for a 
year. 

Lon Colburn was the teacher. 
Until his retirement in 1956, he 
was on the faculty of Taylor All- 
derdice High School in Pittsburgh. 
During 36 years of teaching he in- 
spired over 300 students to follow 
science as a career, 100 of whom 
continued their education to get 
doctorate degrees. 

After a competitive examination 
to gain admission to the advance 
course at Neville High School, 30 
entered the class last fall. Eight 
weeks later the school board ap- 
propriated $4,000 for new chemis- 
try facilities. 

The results of the Monroe plan 
have been favorable. The students 
were fired with enthusiasm. All 
but five of the 30 students now 
plan to follow careers in science. 

The Monroe plan will be in 
effect next year on a bigger scale, 
with qualified students from all 
four high schools in Monroe and 
West Monroe participating in the 
course. 

Olin Mathieson’s Forest Products 
Division will make a second Frost- 
kraft grant with $5,000 going to 
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each of the school systems. The 
school systems have voted a 
special appropriation to cover the 
salary and expenses of Lon Col- 
burn and a new physics teacher. 


Gans Manages RASCO 
Warehouse in Richmond 


Walter J. Gans Jr. has been 
appointed manager of the Rich- 
mond, Va., warehouse operation 
for the Reynolds Aluminum Sup- 
ply Co., the South’s largest com- 
bined industrial metals and build- 
ing materials. distributor, by 
President Paul H. Fox. 

A native of Richmond, Gans 
joined the Reynolds Aluminum 
Supply Co. general office organiza- 
tion in 1955 as advertising and 
sales promotion manager. He pre- 
viously was associated with the 
parent company, the Reynolds 
Metals Co., for several years in 
various sales and sales promotion 
capacities. 

A graduate of the University of 
Richmond and the Harvard Busi- 
ness School, Gans will direct the 
sales and operations of Rey- 
nolds Aluminum Supply Company 
throughout Virginia, Washington, 
D. C., and portions of Maryland 
from the warehouse at 1910 Peters- 
burg Pike in Richmond. 


S. E. Lumbermen Fight 
Freight Rate Hikes 


Thirty-five lumbermen from South 
Carolina, Georgia, and Florida met 
and organized at an April meeting 
in Greenwood, S. C., to fight what 
they termed unfair freight rates 
against Southern lumber com- 
panies. 

Grievances of the so-called in- 
equities in freight rates between 
shipments from the South and 
from the Pacific Northwest were 
voiced by a panel of speakers pre- 
sided over by Wade Harrison, 
president and treasurer of Millway 
Lumber Co., Troy, S. C. 

The Southern shippers com- 
plained that since 1946 the South 
has had freight rate increases of 
about 117 to 120 per cent, while 
the Pacific Coast has had increases 
of only about 75 per cent. The 
difference means a_ considerable 
savings for the Pacific Coast in 
shipments to the Northeast. The 
other main grievance was the 
blanket rate areas that the West 
Coast lumbermen have to their 
advantage in the Northeast. 

These two inequities, speakers 
claimed, give the Pacific Coast 
lumbermen such an advantage 
that, as a result, the Southern lum- 
berman is almost put out of busi- 
ness. 

Those in attendance at the meet- 
ing decided to organize after the 
discussion. 


Brown and Grist to Open 
Branch Plant in Miss. 


Brown and Grist, Inc., Warwick, 
Va., manufacturer of aluminum 
windows and window walls, plans 
to establish a branch plant in 
Raymond, Miss. The plant will 
employ between 15 and 20 people 
at the start. 

The Raymond plant will supply 
Oklahoma, Texas, Louisiana, Ala- 
bama, Arkansas, Tennessee, West 
Florida, and Mississippi with its 
aluminum products. 

The Mississippi representative 
for Brown and Grist, Inc., is A. G. 
McIntosh of Jackson. 
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For economical woodwork 


... suggest SUGAR PINE 


easy to handle, work and nail—and it lasts for years 





Sugar Pine’s insulating properties, comparative strength and 
resistance to weather make it perfect for siding, sheathing, doors, 


; 
sash and other barrier uses. 


SUGAR PINE is easy to install —and maintain. Write for FREE illustrated book 

Lightweight and even-textured, it provides superior - 1 about Sugar Pine to: 

workability for maximum on-the-job economy. In 26 WESTERN PINE ASSOCIATION, 
: Dept. 710-K, Yeon Building, 


use, it holds its true lines and resists small scuffs 
Portland 4, Oregon 


and scratches, gives years of trouble-free service. 
In either its clear or knotty grades Sugar Pine 


is particularly attractive when finished naturally, 
Western Pine Association 
: member mills manufacture these woods to high 
For economical woodwork, handsome and dur- standards of seasoning, grading and measurement 

idaho White Pine - Ponderosa Pine - Sugar Pine 
. : 2 | White Fir - Incense Cedar - Douglar Fir - Larch 
confidence. It is always carefully dried—assuring Red Cedar-Lodgepole Pine-Engeimann Spruce 


more accurate sizing and improved working quali- 


protected only by wax, linseed oil or clear varnish. 


able, you can recommend Sugar Pine with complete 


ties insuring lower maintenance costs Today's Weste e Tree Farming Guarantees Lumber Tomorrow 
? ” ‘ bea 
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3 good friends 74/for the USS Dealer 


“Over 2 million Southern farm a “There’s more American Fence in 
buildings covered with USS Ten- qua’ use than any other brand!” That’s 
neseal Roofing!” That’s a lot of 1 one reason why good, old reliable 
roofing . . . and the only reason ertised in the USS American Fence is a friend 
Southern farmers bought so much and Sout! to the dealer who stocks it. Amer- 
of it is that they found it does the — Ar mi- ican Fence is so well known and 
job that good roofing should do. : e Ly so highly respected that it is 
That’s why Tenneseal V-Drain »min Sag easier to sell. 

Roofing is easier to sell. Don’t try : or Your customers know USS 
to switch your customers to less | = American is a quality fence, so 
popular brands... show them mer they have less sales resistance to it 
easy-to-sell Tenneseal. or write than to less popular brands. 


USS, Tenneseal and American are trademarks 


Tennessee Coal & Iron 
Division of United States Steel 


General Offices: Fairfield, Alabama + District Offices: Charlotte + Fairfield * Houston + Jacksonville - Memphis - New Orleans + Tulsa 
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Stanley Appoints New 
S. E. Regional Manager 


Hollfelder Culley 


Stanley Hardware, division of 
the Stanley Works, has appointed 
John F. Hollfelder as Southeastern 
regional manager of Virginia, 
North and South Carolina, Georgia, 
Alabama, Tennessee, and Florida. 
Hollfelder will headquarter in At- 
lanta. 

Samuel S. Culley succeeds Holl- 
felder as _ sales _ representative, 
hardware division, in Georgia and 
South Carolina. 

A native of New Britain, Conn., 
Hollfelder joined Stanley in 1950, 
following graduation from the 
University of Connecticut. In 1952, 
he was assigned as assistant to the 
sales representative in South Caro- 
lina, Georgia, and Florida, and was 
named sales representative in Geor- 
gia and South Carolina in 1955. 

Cully joined the Stanley Works 
in 1957. He is a graduate of the 
University of Rhode Island. 


Home Improvements 
to Spark Prosperity 


The Home Improvement Coun- 
cil has launched a_ tremendous 
nation-wide promotion to encour- 
age campaigns for home improve- 
ment and modernization projects 
this year as an effective transfu- 
sion for the nation’s troubled econ- 
omy. 

All newspapers, radio stations, 
and TV stations supporting HIC 
have been sent copies of the pub- 
lic service advertisement which 
stresses that “in the recipe for 
prosperity, your home is the basic 
ingredient!” 

The ad points out that although 
no one modernizes his home just 
to help the economy, home im- 
provement possibilities are partic- 
ularly timely now. To help con- 
vince home-owners that home im- 
provement is a sound investment, 
the ad lists these five factors: 


“1. Prices on all types of build- 
ing materials and home equipment 
are especially favorable. 

“2. More than ever, in times 
of economic uncertainty, your 
home is your best investment. 
Sound, sensible home improve- 
ment increases its value beyond 
the cost of the improvement. In 
that sense, it’s better than money 
in the bank. 

“3. More dealers and contrac- 
tors than ever before are fully 
equipped to take care of your 
whole project — all the materials 
and labor and financing you need 
— in one stop. 

“4. Financing is readily obtain- 
able at ideal terms — through 
your dealer or contractor or di- 
rect from your financial institu- 
tion. 

“5. Men to do the work are more 
available, too.” 

As part of the nation-wide pro- 
motion, a series of six packages 
designed to help local members of 
HIC get more remodeling and 
modernization business have been 
sent to nearly 3,000 retailers, con- 
tractors, financial institutions, and 
other council members. 

The first package was a mem- 
bership identification kit estab- 
lishing local modernization-home 
equipment businesses’ affiliation 


with the national program. The 
second established them as con- 
test headquarters. A third pack- 
age included helpful information 
on how to use newspaper adver- 
tising effectively, how to adver- 
tise on television, and how to sell 
via telephone. The kit also con- 
tains information on a variety of 
advertising specialties. The fourth 
kit will contain materials to pro- 
mote the ‘“‘Better Your Home” con- 
test which begins in July. 

As an additional boost to en- 
courage home-owners to spend on 
home improvements, the Home 
Improvement Council adopted a 
code of ethics prohibiting misrep- 
resentation in advertising and 
selling. The code will be enforced 
by HIC: chapters where they are 
organized, and by the national 
beard of directors in other areas. 
Infractions of the code by any 
member will result in his suspen- 
sion of HIC membership. The code 
will be sent to all members for 
display. 

For any communities interested 
in organizing a local chapter, HIC 
offers a step-by-step organizing 
guide, film strip, and meeting 
package. New chapters have been 
chartered recently in Birmingham, 
Ala., Houston and Harris County, 
Tex., and Eugene, Ore. 


PUBLIC “FALLS FOR’ CHEM-CURED TERMITE 


This giant termite in Jacksonville, Fla., recently proved the effectiveness of out- 
door advertising. Originally brought to life by the mechanical ingenuity of the 


General Outdoor Advertising Company, 


the huge pest chewed and flapped his 


wings in life-like leisure for 12 months astride this Celeure Lumber display 
strategically located in the Jacksonville market. But then he fell victim to a 
contract cancellation and rigor mortis set in. So did public relations. 

“A cold dead termite is a sad thing, but a live, moving one is a joy to 


behold . . . he no longer inspires me to buy Celeure Lumber . . 


- please for 


the sake of your business and my peace of mind, reactivate your termite.” So 
went one of the mournful letters received by P. N. Coleman, Celcure president. 
An advertising representative of the Florida Casket Co. even saw fit to write 


and offer his services. 


Such sentiment proved too much for Coleman. Surprised that anybody could 
love a termite, he negotiated a new contract with GOA which restored life to 


the dead bug. 
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Lu-Re-Co Plans FHA- 
Approved Licensing 


The Lumber Dealers Research 
Council has approved a plan for 
licensing house-component manu- 
facturers, based upon FHA stand- 
ards, Clarence A. Thompson, Lu- 
Re-Co president, recently announ- 
ced. 

Any lumber dealer who is a 
member of the council and meets 
the necessary requirements may 
apply for licensing. There will be 
three categories under the system: 

1. Manufacturer-distributor: A 
manufacturer of trusses and panels 
for resale to retail lumber dealers. 


2. Manufacturer-dealer: A manu- 
facturer of trusses and panels for 
his own use. 

3. Dealer: One who buys trusses 
and panels from a manufacturer. 

The licensed dealer will be able 
to certify that the components he 
sells are made in accordance with 
FHA standards, Thompson said. 
Under the system, Lu-Re-Co panels 
and other house components will 
bear metal Lu-Re-Co shields, each 
with the manufacturer’s identify- 
ing number. 

The Federal Housing Adminis- 
tration has issued Engineering Bul- 
letin SE-183 showing that the Lu- 
Re-Co system complies with its re- 
quirements. It is believed that this 


MOVIE STAR PROMOTES SWIMMING POOLS 


Famous movie mermaid beauty Esther Williams caused quite a splash in 
Durham, N. C., when she visited the Coman Lumber Co. showroom for a TV, 
radio, and press party — an event which marked and celebrated Coman’s 
addition of the Esther Williams swimming pool line. 

At top, Esther appears with “the Coman lumber boys.” Left to right, they 
are W. T. Coman, J. Hilary Coman, J. H. Coman, and John S. Coman. 

Above, she is seen kissing one of the many fans who flocked to Coman’s. Her 
visit was promoted with radio, television, and newspaper ads. Bill Coman, head 
of the newly-created swimming pool division, reported that three swimming 
pools were sold and many prospects were made. “We feel that the market for 
swimming pools is growing and is a natural bandwagon for building supply 
dealers and builders to climb on,” Coman said. 
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bulletin will speed up FHA pro- 
cessing for individual home finan- 
cing at regional offices. 

The Southern Building Code 
Congress Committee on Compli- 
ance has approved all Lu-Re-Co 
systems of construction that were 
submitted. All officials of communi- 
ties utilizing the Southern Building 
Code in Alabama, Arkansas, Louisi- 
ana, Mississippi, Georgia, North 
Carolina, South Carolina, Florida, 
Tennessee, Virginia, Oklahoma, 
Texas, and Kentucky will receive 
copies of the approval. 

The Pacific Coast Building Offi- 
cials Conference, the Veterans Ad- 
ministration, and the New York 
State Code Commission also have 
accepted Lu-Re-Co wall paneling 
and trusses as complying with their 
requirements. 


FHA Program Includes 
Small Alabama Towns 


Towns of 15,000 or less in the 
entire state of Alabama are now 
included in the extension of the 
Certified Agency Program of the 
Federal Housing Administration. 

The home mortgage program has 
been expanded in order to make 
FHA-insured loans available in 
smaller towns which have not had 
the benefits of the FHA-insured 
loan program. 

Under this program FHA will 
appoint lenders as approved mort- 
gagees, and as agents of FHA in 
the communities affected. The 
entire processing procedure will be 
done at the local level with the 
assistance of FHA-approved and 
appointed appraisers and inspec- 
tors. The final papers will be sent 
to FHA for mortgage insurance. 


Glidden Acquires 
General Paint Co. 


The Glidden Company has pur- 
chased the General Paint Company 
of Tulsa, Okla., and Portland, Ore. 

Purchase was announced recent- 
ly by Dwight P. Joyce, Glidden 
president and President W. L. 
Watkins of General Paint. 

Glidden will acquire General 
Paint’s brand names, inventories, 
paint processes, and distribution 
outlets. at Portland and Tulsa. 

General Paint will retain its 
wholly - owned subsidiaries in 
Mexico and the Philippines, along 
with its pipe-wrapping and-coating 
division, known as Hill, Hubbell 
and Co. 
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SALESPOWER! 
Tap the 


Cabinvand (otlagomarket 


with this 
New Promotion Kit 








Outdoor living is an important new trend in 
America. People take more and longer vacations, 
dream about places of their own in the mountains, 
near a lake, or on the beach. It’s a big and growing 
market! 

You can get your share—and more—of this 
profitable business through a sales campaign that 
starts with Weyerhaeuser’s value-packed Cabin 
Promotion Kit. 


Here is what you will receive: 


PLAN BOOKS: 25 colorful plan books showing 16 
architect-designed cottages and cabins—floor 
plans for each included. 


Weyerhaeuser | 4-SQUARE 


LUMBER AND BUILDING PRODUCTS 


SHOWROOM DISPLAY: Colorful 22” x 28” center 
een banner identifying your yard as ‘‘Headquarters 
for Vacation Houses’’. . . plus six supporting ban- 
ners with cottage designs and selling messages. 


DISPLAY RACK: For use as counter or wall stand 
attractively displaying Cottage Plan Books. 


ALSO AVAILABLE: When you buy the Cabin 
Promotion Kit, you can get the following 
materials free of charge: 


Local Advertising Helps: Free newspaper ad 
mats and radio scripts... yours on request. 


Building News: Fact-packed publication, 
new this year, which will be mailed by 
Weyerhaeuser to the builders you name. 


THE BIG CABIN PROMOTION KIT shown above 
. .. filled with sales helps you’ve never had 
before . . . is yours for just a small investment. 
It’s Weyerhaeuser’s way of helping you get 
a bigger share of new business during 1958. Be 
sure to take advantage of this opportunity. 


eR: In addition ~ the ee Kit, Your Weyerhaeuser District Representative 
7 dealers are also using 4-Square sales pro- can give you full details. 
motional kits featuring Homes, Farm 


“toc®” Buildings, Fences and Garages. Write for 


information covering these promotions. Weye rhaeuser Sales Company 
FIRST NATIONAL BANK BUILDING © ST. PAUL 1, MINNESOTA 
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MRAOVING UP 
im the industry 





Carlon Products Corp... . JOHN I. 
RUDGE has been elected a _ vice- 
president for this producer of 
plastic pipe and fittings. From 
headquarters in Asheville, N. C., 
site of the firm’s largest plant for 
these products, he will be respon- 
sible for the Southeastern district 
of Carlon. Rudge has been with 
the company for 10 years. He is 
a graduate of the University of 
Pittsburgh. 


Paine Lumber Co., Lid... . DONALD 
E. CASTLE has been chosen to suc- 
ceed Ralph R. Hartley as president 
and chief executive officer of this 
Oshkosh, Wisc., manufacturer of 
hardwood veneered flush doors. 
Hartley will continue to serve the 
company in an advisory capacity. 


Wood Conversion Co. . . . SAMUEL 
F. WARLICK of Statesville, N. C., 
has been named sales representa- 
tive in western North Carolina for 
this St. Paul, Minn., manufacturer 
of wood products. Warlick is a 
graduate of Davidson College. He 
formerly was employed by Lazen- 
by-Montgomery Hardware Co., in 
Statesville. 


O’Brien Warlick 

Reynolds Aluminum Supply Co. 
... E. W. O'BRIEN JR. has been ap- 
pointed advertising manager of 
this distributor of building mate- 
rials and industrial metals. From 
headquarters in Atlanta, O’Brien 
will coordinate all company ad- 
vertising, both for its system of 10 
warehouses in the Southeast and 
for manufacturing divisions in At- 
lanta and Birmingham. A graduate 
of Oglethorpe University, O’Brien 
served as assistant advertising 
manager the last two years. 


R. O. W. Sales Co... . JOHN R. 
HERTZBERG is the new general sales 
manager for this Ferndale, Mich., 
manufacturer of removable wood 


windows. Hertzberg joined the 
firm in 1953 as sales promotion 
manager. 


Masonite Corp. ... PAUL B. SHOE- 
MAKER, vice-president of this Chi- 
cago firm, was elected a director 
of the Brand Names Foundation, 
Inc., recently. He is also a director 
of the Home Improvement Council. 


Lang Succeeds Linton 
at Binswanger Branch 


z | 


Lang Linton 


Joseph K. Lang has been pro- 
moted to acting manager of the 
Columbia, S. C., branch of Bin- 
swanger & Co. He succeeds John S. 
Linton, who has retired. 

Linton was so impressed with 
the future growth of Columbia 20 
years ago that he persuaded Bin- 
swanger to establish a_ branch 
there. Linton will retain his affilia- 
tion with the company as a con- 
sultant and advisor to the general 
offices in Richmond, Va. He has 
just completed his term as presi- 
dent of the South Carolina State 
Chamber of Commerce. 

Joe Lang, a native South Caro- 
linian, has served in many capaci- 
ties with Binswanger for 17 years. 
He joined the company in 1941 
after attending the University of 
South Carolina. Lang is secretary 
of the Columbia chapter of Hoo- 
Hoo and a member of the National 
Assn. of Home Builders. 


NLMA Adds Two 
Specialists to Staff 


Two men have been added to 
the technical services staff of the 
National Lumber Manufacturers 
Assn. 

Harold L. Moulton, 33, is in 
charge of building code activities 
in NLMA’s New York office. He 
replaces Norman Reece, who was 
transferred to NLMA’s New Or- 
leans, La., code office. A native 


of Maine, Moulton received his 
civil engineering degree from the 
University of Maine. He formerly 
was building inspector of Garden 
City, Long Island. A building code 
consultant, he is a member of the 
state, regional, and national or- 
ganizations of building officials. 

John I. Zerbe, based at NLMA 
headquarters in Washington, D. C., 
will handle work of the National 
Lumber Manufacturers Assn. in 
the field of government specifica- 
tions and standards. He also will 
help administer research projects. 

Zerbe, 31, holds degrees in wood 
utilization and technology from 
Penn State College and the N. Y. 
State College of Forestry. He 
taught wood identification, den- 
drology, and timber mechanics at 
the latter school in Syracuse from 
1951 to 1956. Since then he had 
been research professor for the 
Small Homes Council at the Uni- 
versity of Illinois. 

The National Lumber Manufac- 
turers Assn. is cooperating again 
this year with the Farm Journal 
magazine in the sponsorship of a 
$10,000 farm building improve- 
ment contest. Promotional kits on 
the contest will be sent to rural 
lumber dealers. The co-sponsors 
urge farmers to go to dealers for 
help with and materials for their 
desired farm improvements. 


CO. SALES CHAMP 


John E. Deibel, left, was presented the 
national Huttig Sash and Door Com- 
pany Distinguished Salesman award by 
T. R. Armstrong, right, vice-president 
and general sales manager of Huttig 
Sash and Door Co. Deibel was pre- 
sented the national award for his ex- 
cellent sales service during 1957 in his 
metropolitan Dallas, Texas, territory 
at a Distinguished Salesman Award 
banquet April 30 in St. Louis. 
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Consumers want it... 
Dealers are ready for it... 
Distribution in virgin areas is ops 


Ceramic tile is the trend!...the 
home magazines, building supply 
architects and trade experts all say 
tile sales themselves prove it! Dea 
Misceramic Tile! ... we at Misceram 
5 ads, have received over 2,500 d 
quires—from every section of the 
Misceramic offers you as a distr 
complete line of ceramic floor and 
and ail the accessories ... prompt, 
service... action getting advertising 
ers and consumers. The business is 





bell Sill le *huse Quiker 


WHEN IT’S FLOORED WITH 


BRAND OAK FLOORING 


‘i y hat / ) = | | hte 


Ly 


BRADLEY 











Bradley Brand Straightline Flooring is made in a special way to insure 
uniform straightness and mirror-smoothness. Bradley’s exclusive manu- 
facturing process begins with specially-designed rips which produce straight 
strips. These strips, passing through modern flooring machines, are 
precision-milled to make flooring that is a favorite with applicators every= 
where. Flooring is but one of many fine Bradley products—all manufactured 
with the same care and precision. See your Bradley representative for all 


your lumber needs. 


BRADLEY LUMBER COMPANY 
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in Cabinet Hardware 


SELL QUALITY-SELL Amerock 


Contemporary 


527E 
513-184 


1638-CB 


A Scien Ea 





a SO 


[ 
# 


1205-26 





**CLEAR-VUE"’ 
PACKAGING... 


Full five-sided view in 
glamour setting stimu- 
lates impulse sales. For 
binning or hang-up dis- 
play—ideal for self- 
service. 











SPARK IMPULSE SALES 


WITH NEW AMEROCK 
MERCHANDISER 


¢ Eight flexible 


easy-to-shop levels 

24 feet of shelves 

in just 3x 3% feet 

of floor space 
Continuous shelf 

price molding 

Glass binning included 
Combine with other 
Amerock displays for 
added impact 

Extra hardware for resale 
returns full dealer cost 
Double merchandiser 
illustrated. One-sided 
units also available 


NRHA-Approved Display 
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Jai Mahal | oe 
ay SatinFinish j aha 
THE PERFECT PARTNER FOR 


One 


LATEX WALL PAINT 


BOTH IN 
ee 
MATCHING 


From the paint laboratories of Davis of Balti- 
more comes a customer-pleasing, profit-packed 
new finish that defies comparison. Radiant Taj 
Mahal, Ultra Satin Finish is everything your 
discriminating customers could demand in a 
paint product: 


An indoor or outdoor finish that won’t fade, 
peel, blister or streak... 


An easy-working, velvety smooth paint 
that rolls or brushes on without streaking 
or running... 


A hard-surface enamel for indoor furni- 
ture, walls, woodwork, cabinets, etc., and 
outdoor lawn furniture, and exterior sur- 
faces. A perfect color match with 100 
SatinTone colors for decorating harmony. 


For more details on above items, use Coupon on Page 52 
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Set: 
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Ultra Satin Finish 


Ti 
Liarwee wets 


PORCELAIN HARD 
TAFFETA SMOOTH 
GOLDEN PACKAGE 


Nig, oat ® 
"Davis company: BALTIMC 
an Wy 


TAJ MAHAL ULTRA SATIN FINISH 
AND SATINTONE 
ADD THE ULTIMATE TOUCH TO 
DAVIS SHELF MAGIC 


With the announcement of Taj Mahal Ultra Satin Finish, 
the Davis of Baltimore common-sense color system be- 
comes even more important to you. Now, for the first 
time, you can offer your customer 17 magnificent paint 
products, with 100 matching colors . .. all based on your 
shelf stock of whites and a free display stand of color 
units. Your paint department will include: 


1. 100 Colors in 3 PVA SatinTone Finishes. 

2. 165 Colors in any of 13 MultiTint Finishes, in- 
cluding Taj Mahal Ultra Satin Finish. 

3. 174 Wood Stain Colors. 


Whatever your customer wants... you have it... with 
Davis of Baltimore’s color-matched shelf magic. WRITE 
TODAY FOR DETAILS OF THE DAVIS 3-PART 
MERCHANDISING SYSTEM. 


Bush and Severn Streets, Baltimore 30, Maryland 
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The Rimco “CASEMENT” 


—- 
eP UP YOUR SALES wtthh —Every Desirable Feature 


arikee) 


WOOD aie ait 

















 Rimco “Six-Ten’’ 


CONSUMER BENEFITS GALORE! 


Selected Western Ponderosa Pine, Treated. 

Regular Glazing with Insulating Panels, or 
Glazed with 14” Insulating Glass. 

Aluminum Framed Screen Panels. 

Precision Manufactured. 

Sturdy, Efficient Hardware. 

Anodized Aluminum Weatherstrip, Factory 
Applied. 


Rimco ‘Basement’ a ‘ 
Wide Range of Sizes. 


Rimco ‘Vent’ 
and Rimco “View” 


eee YOUR GUIDE TO WINDOW QUALITY 


* . ‘aman fy ah ons NO. 603 
If RIMCO Wood Window Units he, American W000 WINDOW Institute 
are not available ‘ _ COMPORMS - UNITED STATES COM. STHO.208- 
from your source of supply, ° ee ina” 
write our FACTORY DIVISION . pe eae ht ig selected + Efficiently weatherstripped 
for name of your nearest distributor. 














Quality Products of 


FACTORY DIVISION 


TO RAAN | LWORK COMPANY 


Rock Island, Illinois 
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the ideal metal roofing nail 


=p SEALS ITS OWN HOLE! 


IXISTEEL 


e ALSO AVAILABLE *Made under patent number 2077784 
IN RINGSHANK 
AND SCREWSHANK \ The ideal roofing nail in the ideal package—handy 50- 
pound Nail Caddy. 

Sell this nail with the full assurance that it can’t be 
over-driven; that its head will not fly off because of con- 
traction or expansion of roofing during weather changes 
or high winds; that the lead head will spread and seal the 
nail hole to prevent leaks. 

Display DrxisteEL Lead Head Nails where customers can 
see them—and watch sales grow! 

Order from your wholesaler or jobber. 


@ Free samples on request! 


Packed in 50-Pound Nail Caddy 


EASY TO DISPLAY @ EASY TO HANDLE @ EASY TO STORE 
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Roll this self-dispensing Shakertown Stain display 
right onto your floor! It’s a completely self- 
contained selling unit—stocked and ready to ring 
up sales for you! 






ACTUAL STAINED CEDAR SAMPLES 
OF ALL 12 SHAKERTOWN COLORS 


=” grated 





AN EXTRA LARGE SIDEWALL 
SECTION SHOWS ACTUAL 
STAIN ON SHAKES 





- i fF be 
i os - 

HANDY DISPENSER OF 

BROCHURES AND APPLICA- 

TION INSTRUCTIONS 







ar BY 


More stain sales —and : . ' 
more profitable sales — ) ® | 
when you feature and dis- : r - HOLDS SELF-DISPENSING STOCK 
play heavy-duty Shaker- OF NINE ONE-GALLON CANS 

town Stain—the stain 
with the color that lasts. 
It gives greater coverage, 
lasting beauty — years of 


weather protection... pre- d : 
ferred by builders and ‘ 
homeowners. 


More Shakertown Stain sales for you in 1958... strong- 
ly promoted in leading builder and consumer publica- 
tions! Get your self-dispensing Shakertown Stain display 


® now ... write for dealer program details today! 
Shakertown CORPORATION 


2031C Bras MaAn  EOAG © BET... SB6 © CLEVELAND 22; GHC 


oe 
Shakertown GLUMAC UNITS «© SIDEWALL SHAKES * STAIN © JIFFY CORNERS 


SOUTHERN BUILDING SUPPLIES for JUNE, 1958 For more details on above items, use Coupon on Page 52 25 





For more details on above items, use Coupon on Page 52 


>” 


a 
oOney 


Fir plywood is still on the upswing. Dealer 
sales are up for the tenth consecutive year. Good 
times, bad times or just in between . . . dealers who 
push plywood can always count on steady volume, 
fast turnover and predictable profits. 


The reason is clear. No other material gives you 
such a broad range of customers and prospects — 
builders, industrials, do-it-yourselfers. And no other 
material gives you such solid sales backing—national 
advertising, field promotion, publicity and merchan- 
dising aids. 


The key to plywood profits is an adequate 
inventory. Make sure it’s big enough—with a bal- 
anced selection of types, grades and sizes—to supply 
all your customers’ requirements. 
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in Fir Plywood 


Another DFPA exclusive! Plans, ideas and sales tools to help you get 
a bigger share of new home sales with your own Home Planning Center 


10 new home designs, styled for 
every taste and budget by Architect 
Chris Choate. You control the sale from 
start thru contract with complete blue- 
prints and material lists for either con- 
ventional or Lu-Re-Co building systems. 


10 new apne tools techs every- 
thing needed to start your Home Plan- 
ning Center—color transparencies plus 
table top viewer... punch-out models... 
literature...display material...ad mats. 


*Write (USA only) Douglas Fir Plywood Association, Tacoma 2, Washington, for samples and complete information. 


REMEMBER! Stock and sell only DFPA quality grade-trademarked plywood 
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YOUR FUTURE IS GREAT IN A GROWING AMERICA 


THE CITY THAT DIDN'T EXIST A MONTH AGO 


Every 30 days the U.S. adds as many new Americans as 
live in Norfolk, Va.—creating brand-new wants and 
needs which must be satisfied. 


What does this mean to you? It means greater opportu- 
nities than ever before—in all fields. Home construction 
is expected to double by 1975. Power companies plan to 
increase output 250% in the next 20 years to provide 
the power for scores of new labor-saving devices. Cloth- 
ing suppliers predict a one-third increase in 7 years. 


With 11,000 new citizen-consumers born every day, 
there’s a new wave of opportunity coming. 


7 BIG REASONS FOR CONFIDENCE IN AMERICA’S FUTURE 


1. Mere people ... Four million babies yearly. U.S. popula- 
tion has doubled in last 50 years! And our prosperity 
curve has always followed our population curve. 


. More jobs ... Though employment in some areas has fallen 
off, there are 15 million more jobs than in 1939—and there 
will be 22 million more in 1975 than today. 


. More income . . . Family income after taxes is at an all- 
time high of $5300—is expected to pass $7000 by 1975. 


For more details on above items, use Coupon on Page 52 


4. More production . . . U.S. production doubles every 20 
years. We will require millions more people to make, sell 
and distribute our products. 


. More savings . . . Individual savings are at highest level 
ever—$340 billion—a record amount available for spend- 
ing. 

. More research . . . $10 billion spent each year will pay off 
in more jobs, better living, whole new industries. 


. More needs .. . In the next few years we will need $500 
billion worth of schools, highways, homes, durable equip- 
ment. Meeting these needs will create new opportunities 
for everyone, 


Add them up and you have the makings of another big up- 
swing. Wise planners, builders and buyers will act now to 
get ready for it. 





FREE! Send for this new 24-page illus- Your 
trated booklet, “Your Great Future in a Great Future 
Growing America.” Every American faa 
should know these facts. Drop a card to- | Swine America 
day to: ADVERTISING COUNCIL, Box 10, 
Midtown Station, New York 18, N. Y. 











(This space contributed as a public service by this magazine.) 
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NEW G-P REDWOOD BEVEL SIDING 
-2 exclusives move it fast! 








UNSEALED SEALED 


A NEW FACTORY-SEALING* saves time, NEW PROTECTIVE PACKAGING cuts 
labor, up to 4 on paint! No back-priming is handling time, damage loss ! G-P heavy-duty 
needed. Paint flows on faster, covers better, plastic-coated paper is heat-sealed to keep 
lasts longer. New G-P sealer prevents water- out dust and moisture. Easy-to-handle pack- 
spotting, inhibits mold. Smudges wipe off. ages can be safely stored at yard or job site. 
*Patent applied for 











MORE INFORMATION? Call your local G-P 
source or mail this coupon to Georgia-Pacific, 
Hammond California Redwood Division, Dept. 
SBS658, Equitable Building, Portland, Oregon. 
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PERCENT OF INCREASE IN TEST WALL 
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TEST RESULTS PROVE THAT 





Dun-O-wal. 


Is Your Most Economical and Effective 
Steel Masonry Reinforcing 





11.9 Ibs. 


113% 


—— 9 +$ +4 





92% 


8.4 Ibs. 


10.0 





14 orn 


TEST WALL 
Mortar — Class Al 
ASTM Standard C-270-52T. 
8x8x 16—Haydite Block 








7.15 lbs. 


8.4 lbs. steel 


7.15 lbs. steel 


(16” ¢.c.) 
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increase in strength over non-reinforced walls 
increase in strength over non-reinforced walls 
Extra Heavy Dur-O-wal every 2nd course 

increase in strength over non-reinforced walls 


Standard Dur-O-wal every course (8” c.c.) 
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DUR-O-WAL 


ON 


71% __ Av. Comp. Str. 1275 psi 75 


6.25 Ibs. 
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OTHER TYPES 


DUR-O-WAL IS TOPS IN PERFORMANCE 


Dur-O-waL with patented trussed design out-performs other 
reinforcings two to one. . . reduces lineal foot requirements 
by half . . . cuts building costs. Every pound of high tensile 
steel in Dur-O-waL works twice as hard because the exclusive 
trussed design and superior bonding characteristics make every 
inch work together as a unit. Test results prove why building 
experts insist on Dur-O-waL .. . the steel masonry reinforce- 


TRUSSED DESIGN 
BUTT WELD 
DEFORMED RODS 


Tests Conducted by Toledo University Research Foundation 


ment that exceeds ASTM specifications . . . by far your best 
and most economical buy. 
Research findings available on request. 





Rigid Backbone of Steel For Every Masonry Wall 
Dur-O-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, 1A. Dur-O-wal Prod., 
Inc., Box 628, SYRACUSE, N.Y. Dur-O-wal Div., Frontier Mfg. Co., Box 49, 
PHOENIX, ARIZ. Dur-O-wal Prod., Inc., 4500 E. Lombard St., BALTIMORE, MD. 
Dur-O-wal of IIl., 119 N. River St., AURORA, ILL. Dur-O-wal Prod. of Ala., Inc., 
Box 5446, BIRMINGHAM, ALA. Dur-O-wal of Colorado, 29th and Court St., 
PUEBLO, COLORADO Dur-O-wal Inc., 165 Utah Street, TOLEDO, OHIO 





POUNDS OF STEEL IN TEST WALL 











Why DUR-0-WAL? 


@ Exceeds ASTM Specifications 
@ 33% more lbs. of steel 
@ Increases wall strength 85° 


@ Mechanical Bond at Mortar Lock 
46% Stronger. 

@ Deformation 77% more effective 

@ Distributed everywhere from 8 strate- 
gically located manufacturing 


plants 


@ Packaging excellence assures handling 
ease. Bundles clearly marked on 


each end in 10’ lengths 
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WEYERHAEUSER LOUISVILLE DISTRIBUTING YARD 


Dealer trucks get in and out fasf. Trained workmen, 
using new end-loaders, load trucks in minutes. The 
super-highway location means less time on the road. 


‘oJ 


Yes, the new Weyerhaeuser Louisville Distributing Yard 
can be your profit center . . . your ready source 
of quality building materials at competitive prices. 


Your profit center because you can draw upon large, 
diversified inventories of Weyerhaeuser 4-Square kiln-dried 
lumber, plywood, and other basic building materials. 

You can carry less inventory, reduce your investment, 
profit from markup times turnover. 


Your profit center because you save truck time, save 
money, picking up materials at Weyerhaeuser. This new 
distributing yard is located at the crossroads of two super- 
highways. Here, modern storage facilities and loading 
equipment .. . plus trained, customer-conscious personnel 
... cut truck loading time to a new minimum. 


Your profit center because here are complete stocks of 
famous First Choice building materials . . . well regarded by 
builders, specifiers, and consumers . . . products your 
customers buy through retail lumber dealers. 


Weyerhaeuser 
Louisville Yard 


‘1360 DURRETT LANE / TELEPHONE EMERSON 8-333] 


For more details on above items, use Coupon on Page 52 
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Building Materials Stocked 
for Your Convenience 


Andersen \WVindowalls 


Complete Wood Window Units 


* 
Nu-Wood 


insulation Board Products 


* 
Balsam-Wool 


Seoled insulation 


Owens-ILLinoIs 


Pre-finished Hardwood Plywood 


FILON' 


Fiberglas Building Panels 


AOLORIVE 


Factory-Cooted Shakes and Shingles 


*T, M. Reg. 
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Really What Is. 
A Wholesaler of 
Building Materials? 





In the distribution of building ma- 
terials, the wholesaler performs an 
indispensable function. 

He is the link in the distribution 
chain which provides, or should 
provide, efficient teamwork be- 
tween manufacturer and dealer. 

This teamwork means elimina- 
tion of wasted effort, exorbitant 
cost, unnecessary delays, and slow 
turnover for both dealer and man- 
ufacturer. 

It is virtually impossible to at- 
tempt definition of a building ma- 
terials wholesaler without relating 
him and his functions to the manu- 
facturer and retail dealer. For it is 
only in his relative position be- 
tween manufacturer and retail 
dealer that the jobber can afford 
his indispensable function — an 
orderly, systematic, and economi- 
cal method of distribution. 

The manufacturer, for instance, 
can reach hundreds of retail out- 
lets for his products through sole- 
ly one distribution channel — the 
wholesaler. Likewise, the retail 
dealer can buy hundreds of differ- 
ent brands and types of products 
from a single jobber. 

The wholesaler provides the 
manufacturer with complete mar- 
ket coverage essential to the full 


utilization of his production facili- 
ties. Without the wholesaler, the 
manufacturer would have to ex- 
pand his organization and capital 
structure with extra sales force, 
promotion activities, storage ca- 
pacities, and bookkeeping. 

Essentially then, a good whole- 
saler must perform these functions 
for the manufacturer: 

(1) Plan distribution for his 
territory. 

(2) Sell for him effectively. 

(3) Secure intensive territorial 
cultivation. 

(4) Provide economical storage. 

(5) Simplify accounting and 
credit problems. 

By cooperative efforts with the 
wholesaler, the manufacturer has 
lower inventories, fewer accounts 
to handle, saving on collection costs 
and credit losses, and saving on 
cost of sales and deliveries. 

The wholesaler, too, plays a vital 
part in the buying and selling role 
played by the dealer. 

Without the services of the 
wholesaler, many retailers would 
have considerably higher operating 
costs, and would be compelled, in 
many instances, to pay higher 
prices for most goods they receive. 

The effective wholesaler should 








perform these functions for the 
dealer: 

(1) Anticipate his requirements. 

(2) Assemble his goods from 
many sources of supply. 

(3) Buy for him in economical 
quantities. 

(4) Maintain aé_ wreservoir of 
goods from which to draw on quick 
notice. 

(5) Make prompt deliveries. 

(6) Extend credit. 

(7) Guarantee the goods. 

(8) Render advice and assist- 
ance, including a variety of dealer 
aids. 

(9) Help dealers 
financial difficulty. 

By drawing on the wholesaler’s 
warehouse stock instead of buying 
in large quantities, the dealer can 
free more of his working capital 
for carrying additional ‘accounts 
receivable’ and other business 
needs. Through the wholesaler, the 
dealer can enjoy better net profit 
and faster turnover. 

To throw light on all facets com- 
prising a “wholesaler” in the minds 
of building material manufacturers, 
retailers, as well as wholesalers, 
themselves, S-B-S polled recog- 
nized Southerners in each cate- 
gory for unbiased, quotable defini- 
tions. 

Where building supply retailers 
and manufacturers spoke up quick- 
ly, unevasively — wholesalers ap- 
peared guarded. Of five recognized 
wholesalers questioned by S-B-S, 
four declined to reply. 


in time of 


34 


the retailer: 


the wholesaler: 


The fifth wholesaler — of vocif- 
erous opinion — begged complete 
anonymity. Declared he: 

“The subject you are digging in- 
to is a big one for all of us today. 
I cannot visualize why any jobber 
would ever want to go direct to 
speculative builders or contractors, 
and I think it would be fatal for 
any jobber to go retail to the con- 
sumer, unless he actually wanted 
to change his status to that of a re- 
tailer. Certainly, very few of us 
who have spent years as a jobber- 
wholesaler know little or nothing 
about a retail function. 

“Tactually believe that all whole- 
salers would much prefer to sell 
only dealers in their entire areas, 
but when dealers change their buy- 
ing habits from l-c-l] to carload, 
there isn’t any wholesaler that can 
support his warehouse overhead 
without a legitimate gross profit, 
and, therefore, the only place to 
obtain it is through the builder in 
the jobber’s local area. 

“Those jobbers in the millwork 
industry, who are in a position to 
produce a satisfactory volume of 
business on fabricated merchan- 
dise — setup window units, door 
units, etc. — are probably in a 
better position to combat the loss 
of their small dealer business to 
cash-and-carry operators, than are 
those jobbers who depend largely 
on jobbing items, such as wall- 
board and specialties.” 

The following manufacturers 
and retailers had this to say: 


OOOO 


Said the manufacturer: 


“The wholesaler of building materials is as necessary to the build- 
ing industry as the supply depot is to the military world, and he 
performs a somewhat similar function.” 


*‘A wholesaler is link in the distribution chain which provides 
teamwork between manufacturer and dealer.” 


“A wholesaler with good policies has a definite place in our econ- 
omy and deserves our fullest encouragement and cooperation.” 


PAUL B. SHOEMAKER 


Vice-President, Masonite Corp. 
Chicago, Illinois 


“The building material distribu- 
tor is a strong link in our distribu- 
tion system. 

“He is a wholesale warehouse 
organization. His facility and stock 
should provide adequate service at 
all times for the retail dealers he 
serves in his trade area. His sales 
force should cover the trade so as 
to educate and service them on the 
building products that he sells out 
of his warehouse and direct. His 
function also includes direct sales 
for manufacturers to dealers. 

“Because he is a wholesaler, he 
should provide a written definition 
for his trade on his sales policy 
with respect to the type of trade 
he sells. By doing this he will pro- 
vide a more orderly and more effi- 
cient type of organization for his 
manufacturer-supplier.” 


ROBERT B. McCLURE 


McClure Lumber Co. 
Charlotte, N. C. 


“TIT am of the opinion that the 
original intent and purpose of a 
building material wholesaler was, 
and has been through the years, a 
company who owns and maintains, 
if available, an adequate stock of 
goods for sale — at a place of busi- 
ness at a given address. Goods are 
(See WHAT IS WHOLESALER page 79) 
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Its Place 

In the 
Wholesaler’s 
Picture 


The Trade Association 


Today's wholesaler, like any mod- 
ern businessman, faces seemingly 
interminable and unsurmountable 
tasks that must be considered along 
the road to business success. 

The successful wholesaler must 
be an expert in management, legal 
and financial phases of his business, 
public relations, legislation, prod- 
uct standards, and trade promotion. 

This is where the trade associa- 
tion fits into the building supply 
wholesaler’s picture. 

In his trade association, the 
wholesaler can obtain expert ad- 
vice based on expert experience. 
At the same time, he is privileged 
to add his voice of experience to 
promote the strength of the indus- 
try. In this organized group of 
businessmen, whose problems and 
goals are similar, he can derive and 
offer. inspiration, leadership, and 
general know-how which leads to 
ultimate success. 

The trade association affords 
power much greater than that of 
an individual business to fight un- 
friendly, harmful elements within 
and without the industry. It offers 
the best brains in the industry to 
solve problems of internal man- 
agement, distribution, and service 
techniques. An individual receives 
the combined talents and thinking 
of the top experts in a particular 
phase of business operation — a 
service he could not afford as an 
individual. 

The general objectives of any 
wholesale trade association are 
aimed at providing bigger, better, 
and more efficient distribution by: 
(1) increasing business within the 
trading area; (2) maintaining or 
expanding the trading area; (3) 
aiding wholesalers in improving 
operating efficiency; and (4) creat- 
ing an awareness of the importance 
of wholesaling in the community. 

Thus, general services and activi- 
ties of such associations may be 


classified according to the follow- 
ing major groups: 

1. Market information and mar- 
keting services. 

2. Wholesaler-retailer-manufac- 
turer relations. 

3. Trade promotion. 

4. Market maintenance or ex- 
pansion. 

5. Education and publicity. 

6. Special activities and man 
agement aids. 

The National-American Whole- 
sale Lumbermen’s Assn., the Na- 
tional Assn. of Commission Lumber 
Salesmen, the National Building 
Material Distributors Assn., and 
the Southern Sash and Door Job- 
bers Assn. are four such organiza- 
tions which serve building material 
wholesalers. 


SSDJA 


@ THE SOUTHERN SASH and Door 
Jobbers Association boasts a mem- 
bership of leading, strictly whole- 
sale millwork distributors through- 
out 19 Southern and border states, 
254 warehouses containing more 
than 10-million square feet of 
space, 1,100 managers and sales- 
men, and more than 1,000 trucks. 

All of this, SSDJA claims, affords 
dealer and manufacturer efficient 
distribution — “. . . the only de- 
pendable form of survival insur- 
ance.” 

This organization has been in 
business for over 34 years. It claims 
that its members, with a fixed in- 
vestment of more than 35-million 
dollars and a combined inventory 
of over 45-million, are the “logical 
conveyance by which building ma- 
terials move from the manufac- 
turer to the dealer.” 

The jobber, or wholesale dis- 
tributor, takes over for the manu- 
facturer the cost of warehousing, 
handling, storage, billing, credit 
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and sales, thus eliminating the 
manufacturer’s high cost of main- 
taining a large sales organization 
to sell regularly to dealers. The 
association defines its objectives as 
being: 

(1) To develop, through research 
and promotion, new uses and mar- 
kets for the products of the wood- 
work industry; and to promote, 
through advertising and publicity, 
increased consumption of such 
products. 

(2) To encourage correct grading 
and branding of such products and 
to suppress false advertising and 
misbranding. 

(3) To furnish traffic informa- 
tion and to assist the industry in 
its transportation problems. 

(4) To furnish information with 
respect to governmental laws and 
regulations. 

(5) To provide data on substi- 
tutes and new products in the in- 
dustry. 

Recently, SSDJA again surveyed 
its entire membership in 19 states 
as to building products they were 
handling. Over 180 products — 
everything from wood-, alumi- 
num-, and steel windows to attic 
stairs and fans — were tabulated, 
with statistics listed for total num- 
ber of jobbers handling an item, as 
well as their number percentage- 
wise and their ratings of each. 

Geographical areas were sec- 
tionalized to include K1nsas-Okla- 
homa, Texas, Alabama-Louisiana- 
Mississippi, Arkansas-Indiana-Ken- 
tucky-Missouri-Tennessee, District 
of Columbia-Maryland-New Jer- 
sey-Virginia, Georgia-North Caro- 
lina-South Carolina, and Florida. 

Items handled by the highest 
percentage (93%) of jobbers were 
panel-, glass-, and hardwood fiush 
doors, with the following giving 
such items an excellent rating as 
to degree of satisfaction: hardwood 
flush doors, 64%; glass doors, 48%: 


35 





Pictured above are the current officers of the Southern Sash and Door Jobbers 

Association. Serving now the second year of their terms, they are, left to right: 

F. R. Weddington, Waco, Texas, president; Thomas Birchfield, Memphis, Tenn., 
secretary-treasurer; and J. W. Zuber, Atlanta, Ga., vice-president. 


and panel doors, 40%. 

Other items carried by most 
Southern jobbers included: check 
rail wood windows, 90%; louver 
doors, 90%; regular screen doors, 
94%; and double and single hung 
wood window units, 88%. 

Double- and single-hung wood 
windows reportedly have the high- 
est degree of satisfaction, with 
66% of the jobbers indicating ex- 
cellent- 


NBMDA 


@ SINCE ITS reorganization in 1952, 


the National Building Material 
Distributors Association has pro- 
gressed in establishing a clearing 
house for exchange of business and 
operating data. Therefore, it pro- 
vides what it considers to be the 
keystone of the building material 
industry — efficient distribution 
from the manufacturer to the 
wholesale distributor to the retail 
dealer. 

Starting in 1952 with a nucleus 
of 28 warehouses, NBMDA now 
represents 475 warehouses whose 
combined space amounts to over 
23-million square feet. Members of 
the association employ 1,798 man- 
agers and salesmen and an addi- 
tional 6,187 employees. In 1957, 
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NBMDA members handled 176,225 
carloads of building materials and 
had 1,575 delivery trucks in opera- 
tion. Total investment in ware- 
houses and equipment amounted 
to nearly $90 million. Annual sales 
were over $674 million. 

Another aim of NBMDA is to 
teach retail dealer and manufac- 
turer the value of the wholesale 
building material distributor. To 
assist in fulfilling this aim, S. M. 
Van Kirk, NBMDA general man- 
ager, frequently participates in re- 
tail dealer convention panels. Van 
Kirk recently reiterated the whole- 
sale distributor’s duties for the 
manufacturer — to take over the 
cost of warehousing, handling, 
storage, trucking, billing, credit, 
and sales. In turn, the wholesale 
distributor provides the retail deal- 
er with a readily available inven- 
tory which the dealer could not 
otherwise afford to keep on hand. 

The present national trend for 
dealers to buy larger-than-needed 
inventories because of manufac- 
turer discounts means tying up 
thousands of dollars in inventory 
which otherwise could be pur- 
chased from the wholesale distrib- 
utor on day-to-day requirements, 
aceording to Van Kirk. 

The wholesale distributor en- 
ables the dealer to buy necessary 


materials without the expense of 
handling and distribution costs. 
The dealer can sell his products at 
a lower price. Thus he makes more 
sales, resulting in a greater share 
of consumer profit, in the opinion 
of NBMDA. NBMDA officers are: 
president, T. J. Dougherty, Cincin- 
nati, Ohio; vice-president, Don 
Knecht, Rapid City, S. D.; treas- 
urer, R. E. Freeman, Los Angeles, 
Calif., in addition to General Man- 
ager Van Kirk. 

NBMDA offices are located at 22 
West Monroe Street, Chicago, III. 


NAWLA 


@ SINCE 1893 the National-Ameri- 
can Wholesale Lumber Association 
has sought to represent wholesale 
distributors of forest products 
wherever necessary to insure fair 
treatment for this branch of the 
industry. 

About 500 association members 
in the United States and Canada 
believe that wholesaling contrib- 
utes much to the efficient distribu- 
tion of forest products. They are 
determined, through this combined 
effort, to place and keep whole- 
saling on a sound, ethical plane. 

NAWLA by-laws state that the 
association was formed ‘“‘to protect 
the members against unbusiness- 
like methods in the lumber trade; 
to foster such trade and commerce; 
to reform abuses in such trade or 
business; to secure freedom from 
unjust or unlawful exactions; to 
diffuse accurate information among 
its members as to the standing of 
merchants and others by and with 
whom said trade or business is con- 
ducted and as to other matters to 
produce uniformity and certainty 
in the customs and usages of said 
trade, and of those engaged there- 
in; to settle differences between its 
members, and to promote a more 
enlarged and friendly intercourse 
between them.” 

NAWLA headquarters are in 
New York City, with a branch 
office in Portland, Ore. Members 
are now located in 40 states, the 
District of Columbia, and Canada. 

Current officers include: presi- 
dent, Martin T. Wiegand, Wash- 
ington, D. C.; first vice-president, 
Donald R. Meredith, Madison, 
Conn.; second vice-president, J. 
Ward Allen, Vancouver, B. C.; and 
executive vice-president and sec- 
retary, Sid L. Darling, and treas- 
urer, Frank S. McNally, both of 
New York, N. Y. 

(See TRADE ASSOCIATIONS page 84) 
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In this Birmingham, Ala., exhibit hall, jobber-dealer relations were strengthened. 


Winning Dealer-Friendship 


Two Birmingham wholesalers of 
building materials — National 
Woodworks and United Plywoods 
Corporation — combined efforts 
in a recent Birmingham Home 
Show exhibit that earned plaudits 
from all concerned. 

Officers of the two companies, 
who handle non-competitive lines 
and sell only through dealers, 
conceived the idea for the joint 
exhibit while attending the South- 
eastern Building Materials Con- 
vention in Atlanta in February. 

The large and unusual exhibit 
of materials, installed and as fin- 
ished as in a completed residence 
or other structure, elicited enthu- 
siastic comment from both con- 
sumers and dealer customers. 

One dealer remarked: “The only 


This attractive exhibit of wall-paneling, ceiling tile, and 
door units was enhanced by unusual interior decor. 





By Wendell Givens 


time I have seen anything to com- 
pare with this exhibit was at the 
Merchandise Mart in Chicago.” 

Emanuel Vakakes, president of 
the Alabama Building Materials 
Exchange and vice-president of 
Seale Lumber Company of Bir- 
mingham, commented: “The ex- 
hibit was very well planned and 
reached a lot of people. I think 
the results show that both retail- 
ers and jobbers would benefit by 
having booths in such an event.” 

The annual Home Show, spon- 
sored by the Birmingham Junior 
Chamber of Commerce, was held 
at the Alabama State Fairgrounds 
in late spring. 

Jack Walker, vice-president 
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United Plywoods, and Robert W. 
Block, executive vice-president of 
National Woodworks, termed the 
exhibit as a gratifying success and 
opined it was a large step for- 
ward in helping dealer-customers 
become better informed, more 
aggressive salesmen. 

They also felt that builders and 
home prospects were favorably 
impressed with the display of 
materials with professional inter- 
ior decorating to set them off. 

The exhibit, 70 feet long and 
10 feet deep, was planned six 
weeks ahead of the Home Show 
and required five days to erect 
and finish. Joe Meek of United 
Plywoods supervised the entire 
operation. 

(See DEALER-FRIENDSHIP page 88) 


Reportedly viewed by a continuous record throng at the 
show was this unusual counter-covering and lock display. 





Triangle Distributors, Inc., of Tupelo, Miss., has what is 
considered to be a minimum IBM equipment installation 
of three machines, operated interchangeably by the firm’s 


female employees. Units in operation above (I. to r.) are the 
402 Tabulator (which does all printing and figuring), the 
526 Printing Summary Punch, and the 80 Sorter. 


Wholesaler Bookkeeping 


Electronic bookkeeping and office 
record control procedures — via, 
as in our case, IBM equipment — 
can be termed a successful installa- 
tion only if a company’s volume 
can be boosted to exceed the break- 
even point. 

The experience of Triangle Dis- 
tributors with bookkeeping and ac- 
counting machines dates back to 
1949 when my two brothers and I 
took over management of business 
following the death of our father. 
I left an engineering job in Knox- 
ville to join my brothers, and 
soon began noticing our need to 
streamline our procedures. This led 
to a very intensive study of ac- 
counting machines in general, as 
well as those we had in our office. 
We had the usual heavy-duty post- 
ing machines which were used for 
accounts receivable and accounts 
payable, also the general ledger. 
These machines only had one 
cumulative register and did not 
have a typewriter keyboard, thus 
their usefulness was very limited. 

As a result, we added a much 
more complex machine in 1950. It 
had a typewriter keyboard and 
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eight registers for accumulating 
figures, also a crossfoot register. 
This machine is now being phased 
out but has certainly done us a 
wonderful job preparing our pur- 
chase journal, voucher checks, 
check register, all related to ac- 
counts payable, also our payroll 
journal, employee’s payroll ledger 
card, and employee’s check. In ad- 
dition we did all work relating to 
our general ledger on this machine. 
It cut our time tremendously as 
compared to the old separate hand- 
written or typewritten system of 
making many of the entries. 

We did not use this machine for 
accounts receivable because we did 
not need the typewriter feature or 
the additional registers. We used a 
standard Burroughs posting ma- 
chine for accounts receivable and 
modified a desk style posting ma- 
chine to give us high speed prep- 
aration of statements. 

All of this effort to improve our 
operation saved time and money, 
but we did not feel it went far 
enough. 

At present we have what is con- 
sidered a minimum equipment in- 


stallation consisting of three ma- 
chines. We have a Model 402 
Tabulator which does all the 
printing and figuring accomplished 
by our system. This machine 
prints invoices, statements, vouch- 
er checks, inventory reports, and a 
host of other documents. And in sc 
doing, it does the necessary arith- 
metic relating thereto. Also, this 
tabulating machine is equipped to 
control a summary punch machine 
to remotely prepare summary cards 
of the results tabulated. In other 
words, the tabulator reads from 
cards we put in the machine, does 
whatever computation is required 
for the particular job, prints out 
the answers, and whenever told to 
do so, it will summary punch se- 
lected information into summary 
or new balance cards. 

The keystone to IBM machinery 
is its flexibility. Each machine of 
any complexity is equipped with 
removable control panels, which 
may be wired up for whatever job 
you have at hand. Our tabulator 
now has a supply of about ten sep- 
arate control panels, each a very 
complex arrangement of electric 
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By JIM T. WHITESIDE 


Office Manager 
Triangle Distributors, Inc. 
Tupelo, Miss. 


wiring for the particular job. 

Another important machine is 
the printing summary punch, re- 
ferred to as a key punch. This 
machine is the poor man’s version 
of three or four separate machines 
generally found in large IBM in- 
stallations. It punches cards, dupli- 
cates cards, and prints along their 
edges as desired. It summary 
punches when controlled to do so 
by the tabulator. It is a most versa- 
tile machine, but is somewhat slow 
due to the many compromises 
made to give it great flexibility. 
This machine is officially known as 
the Model 526 Printing Summary 
Punch. 

It also has the feature of re- 
movable control panels and we 
have three such control panels here 
for the various summary punching 



























Triangle Distributor’s IBM equipment allows compilation each Friday evening 
of an individual sales analysis for every salesman, in time for report at the 
regular Friday night sales meeting. Thus, statistical information is strictly up- 
to-the-minute. Checking catalog price-changes after regular meeting, above, are 
firm salesmen Charles Seat (seated at desk) and (I. to r.) E. W. Goza, Calvin 
Smith, and Bert Jennings. 


Via Automation 


jobs required by our system. We 
use it to prepare all cards used in 
our tub files. It punches and prints 
the information in all such cards, 
doing this automatically as a dupli- 
cating operation. We have a good 
bit of information punched in our 
tub file cards so we only get about 
twelve cards per minute in produc- 
tion speed when we are preparing 
tub file cards under automatic con- 
trol. If our business grows very 
much we will be forced to install a 
much faster machine for the repro- 
duction of tub file cards, but this 


machine is quite sufficient at pres 
ent. 

I wish to stress that one of its 
most commendable features is that 
it prints the information at the top 
edge of the card and thus has been 
a great asset to us in getting accus- 
tomed to punched card procedures 

Our third machine is the Mode] 
80 Sorter. This is an older design 
now discontinued by IBM. How 
ever, the machine is very servic: 
able and it fits our requirements 
very well. The sorter has an op 
erating speed of 450 cards pe 














Conversion to IBM equipment by this Mississippi 
wholesaler not only increased efficiency in the 
company’s business office, but, in its warehouse, 
simplified order-jagging procedures and minimized 


money-wasting “routine” oversights and errors. 
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minute, so we will get along very 
well with this machine until our 
card volume requires us to get a 
faster sorter. 

The sorter arranges a group of 
cards in numerical sequence. It 
would be impossible to operate a 
punch card system without a sorter. 
Many times we use it for numeric 
sorting, and once in a while we 
find it necessary to sort alphabet- 
ically. This latter function is rather 
slow, and we try to avoid it if possi- 
ble. For example, a customer list 
had to be sorted alphabetically 
when it was first made up. This 
was a slow and tedious process as 
compared with numeric sorting. 
(Alphabetic sorting, nevertheless, 
is much faster than any manual 
method.) We sorted that list alpha- 
betically, then key punched ac- 
count numbers in numerical se- 
quence leaving gaps for the inser- 
tion of new accounts. In other 
words, whenever we sort our cus- 
tomer list by account number, we 
do so as a numeric sorting opera- 
tion, in automatic alphabetized se- 
quence. This same alphabetic se- 
quence is carried over to our 
accounts receivables files, making 
it much easier to refer to the cards 
in the trays. 

Regarding terms of our equip- 
ment lease, when we originally 
leased the equipment, we signed a 
one-year lease. But after the one 
year is up the equipment is subject 
to removal by either party upon 
(See BOOKKEEPING page 89) 












This Charlotte, N. C., millwork firm mushroomed to this size in exactly 1] years! 


Designed for Materials Jobbing 


Back in January, 1947, when Presi- 
dent Marvin L. Miller of Miller 
Millwork Corporation, Charlotte, 
N. C., somewhat dubiously wit- 
nessed his just-organized firm set- 
tling down in initial quarters — a 
rented, rattling 6,000-square-foot 
warehouse — he was convinced 
solely of two things. 

And these, he now confides, were 
the facts that (1) monthly rent on 
that echoing barn was too steep 
for an infant millwork and build- 
ing supply jobber, and (2) a third 
of the available warehouse space 
perforce must be sub-leased to an- 
other firm “to help out” on the 
monthly rental “whack” (which 
was immediately done). 

But, ‘the intervening span of 11 
years has brought change and 
progress. 

Recently, the Miller Millwork 
Corporation opened a _  40,000- 





Miller offices, top left, are designed 
for both utility and show purposes, 
and display most materials handled 
by the ‘firm, including window and 
cabinet units. 

Warehouse area, at left, has extra 
high ceilings to facilitate on-end stor- 
age of such items as mouldings, along 
with extensive stacks of firm’s brand- 
name window units. 
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Company display area has well-outfitted kitchen with 
brand-name cabinets. Lining the upper sections are natural 
birch units, while those below are units in ponderosa pine, 


square-foot brick and concrete of- 


fice-warehouse building at 300 
Rampart Street, designed for quick 
and easy flow of merchandise in 
and out of its warehouse. It is 
a scant two miles distant from 
Charlotte’s business district and 
100 yards off U. S. Highway 49 
South, likewise accessible to all 
highways in or out of Charlotte. 

A rear railroad siding with four 


President Marvin L. Miller 








doors enables unloading of fi 
cars simultaneously. Five truck 
loading doors on the front and 
side of the building can accon 
modate 10 trucks at one time. 
Though no actual manufactu 
er, the firm has enlarged its as 
sembly section to include a gla: 
ing department, and has added 
new equipment to speed up servic 
in its window department. Hig! 


Vice-President George W. Barnett 
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stained in various colors. Company intends to use kitchen 
for routine sales meetings, dealer conferences, and the 
twice-daily employee coffee-and-doughnut breaks. 


ceilings throughout the new struc- 
ture likewise enable utilization of 
height to great advantage in stor- 
ing on end such items as mould- 
ings. 

Miller Millwork’s new  ware- 
house is laid out for heavy use 
of roller conveyor equipment in 
unloading and loading cars and 
trucks. 

(See MATERIALS JOBBING page 88) 


Lorraine Davis, office manager 





It’s a happy day for veteran employees 
of Addison-Rudesal when, prior to re- 
tirement date, they meet with the re- 
tirement committee chairman to ex- 
press their preference in manner of 
benefit payments. T. E, Addison Jr., 
above, talks over the situation with 
Miss Sarah Mundy, in charge of firm’s 
billing department for over 25 years. 


A Wholesaler’s Retirement Plan 


Since the founding of Addison- 
Rudesal in 1919, one guiding be- 
lief has been that our employees 
should materially benefit from the 
success of the company, because 
success, after all, is attributable to 
their faithful efforts. 

To guarantee that each em- 
ployee and owner would continue 
to share in the company’s pros- 
perity — and with deep concern 
for the welfare and future securi- 
ty both for him and his family 
members — we established a 


By T. E. ADDISON JR. 


Secretary, Addison-Rudesal, Inc. 
Atlanta, Ga. 


profit-sharing and retirement plan 
four years ago. Today, we are 
more convinced than ever that it 
is paying off for everybody con- 
cerned, spiritually, as well as 
materially. 

First and probably most import- 
ant is the fact that we’ve been 
able to express true appreciation 


This profit-sharing and retirement committee of Addison-Rudesal employees 
and officers meets whenever momentary wrinkles in the company retirement 
plan require ironing out. Members are (1. to r.) Luther Davenport, salesman; 
T. E. Addison Jr., secretary and committee chairman; Mrs. Stella Maslia, office 
secretary; and J. N. Rudesal Jr., vice-president. Treasurer E. B. Addison stands 


behind Mrs. Maslia. 
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to our veteran employees for faith- 
ful service. The plan awards us 
opportunity to provide financially 
for their retirement years. Con- 
sidering the current-day tax situa- 
tion, it does this in a way that 
these employees, on their own ef- 
fort, could hardly do for them- 
selves. This plan likewise operates 
in behalf of the owners and com- 
pany officers. 

Secondarily, by giving all em- 
ployees — regardless of race, sex, 
age, or type of job an incentive 
to stick with Addison-Rudesal and 
their jobs, this profit-sharing plan 
has cut down on our labor turn- 
over. Actually, with a sizable sav- 
ings account in their names, which 
grows rapidly by the year, em- 
ployees are easily convinced that 
they can’t afford to quit after a 
few years service with us. 

Since the company payment in- 
to this profit-sharing and retire- 
ment plan each year is a specified 
percentage of profits, every em- 
ployee, in effect, has helped deter- 
mine the amount of his share. The 
harder he pushes to sell more, to 
cut down on waste, to give cus- 
tomers more courteous and effi- 
cient service, and to furnish clean 
and high-quality merchandise, the 
greater are company profits. And 
the bigger the company’s profits, 
the greater its contrivution to the 
employee’s fund! 

Adoption of the plan has tended . 
to take each employee into part- 
nership with stockholders. He 
shares in the profits — and in the 
cost of unnecessary waste or ex- 

(See RETIREMENT PLAN page 85) 
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50 Years of 


Progress in 


Baltimore 


The Maryland Lumber Company in 
Baltimore is 50 years old this year, 
but its plant, yards, stores, and 
lines are as modern and efficient 
as ’most any postwar dealership. 
This golden anniversary has been 
marked by an open-house party 
which was attended by some 750 
persons—and the presentation of a 
citation to Ben Kolker, company 
founder and president, by the gov- 
ernor of Maryland. 

This citation reads as follows: 

“Ben Kolker, Founder and Presi- 
dent of the Maryland Lumber 
Company, has been the inspiration 
of generations of skilled artisans 
in the production of millwork for 
magnificent structures designed for 
(See BALTIMORE PROGRESS page 86) 


In top photo, Governor Theodore McKeldin of Maryland, right, 
presents a special appreciation citation to Ben Kolker, founder and 
president of the Maryland Lumber Company. Beaming admiration 
are Fabian H. Kolker and M. Budd Kolker, the recipient’s two sons. 

The new main office and shop building in Baltimore is seen above. 

In the Franklin street store of the Maryland Lumber Company, 
material manufacturers’ displays and sales aids are used to full 
advantage, as seen below. The wall display at right, by steps to 
basement display room, dispenses DIY literature and spotlights 
hand tools, 
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This Dealer 
Makes Own 
Display Racks 


When factory-made_ displays don’t 
come up to par, the Ready-Cut Build- 
ing Company in Texarkana, Texas, 
above left, custom-makes its own, 
patterned to specific needs. 

For example, the hand-fashioned 
plywood rack, at left, is three feet 
wide and four feet high at center, 
built to hold plywood scraps up to 
four feet square. A. C. Townsend, 
company owner, reports whipped-up 
scrap sales among the Do-It-Yourself 
trade, as a result. 

The display cabinet for abrasives, 
below left, was a company creation. 
Metal tubing supports each end, while 
metal cross-pieces were taken from an 
old factory-supplied linoleum rack, 
long discarded. Once scattered through- 
out the store, abrasives are now in 
one convenient location. 

Custom-built for easy accessibility, 
the firm’s glass rack, below, facili- 
tates customer selection. 
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ASSOCIATION ACTIVITIES 





Market to Stabilize During 1958, Analyst Tells Texans 


THE BUILDING MATERIALS 
market will remain fairly stable 
for the remainder of the year, but 
the industry will do well to pro- 
duce as many non-farm residentia! 
starts for 1958 as were recorded 
in 1957. 

That was a prediction passed 
along to the Lumbermen’s Asso- 
ciation of Texas in annual con- 
vention in Houston recently by 
Roy Wenzlick, real estate analyst 
of St. Louis. Before he spoke, the 
association had received warning 
advice from other speakers that 
lumbermen are timorous about 
pricing, misguided on accounting 
methods, short-sighted on person- 
nel policies, blind to some profit- 
able markets, and much too con- 
tent to have their businesses carry 
the “drab, unglamorous” name of 
lumber yard. 

It was the 72nd convention of 
the association and, while other 
association merchandising shows 
reportedly had fallen off in space 
sales this year, LAT showed a gain 
of between 5 and 8 per cent, ac- 
cording to Gene Ebersole, execu- 
tive vice-president. 

One stimulant for the merchan- 
dising show in the Sam Houston 
Coliseum was the award of a 
Chevrolet station wagon to the 
association member best complet- 


These officers are set to head up activities of the Lumbermen’s Assn. of Texas 
during the ensuing year. Seated are (!. to r.) W. B. Carssow, counsel, Austin; 
Arthur Temple Jr., second vice-president, Diboll; Gene Klein, retiring president, 
Amarillo; Ralph G. Campbell, president, Fort Worth; and S. S. Forrest Jr., 


Lubbock, first vice-president. 


Standing are (1. to r.) Roy Campbell Jr., sergeant-at-arms, San Antonio; 
Dick Watkins, secretary; Lester E. Palmer, treasurer; and Gene Ebersole, 


executive vice-president, all of Austin. 


ing in 10 words or less the sen- 
tence beginning: “I attended the 
lumbermen’s convention because 
” Roland Allard of the 
Sweetwater Sash and Door Co. 
won. 
Ebersole said the convention and 


show have gotten so big that reg- 
istration figures are no longer an- 
nounced, that “quality is more 
important than quantity.” Average 
attendance of recent years has been 
around 4,000. 

He announced actual sales of 


of 1,048 years of service in the Texas lumber industry. 


The 20 Longhorn lumbermen gathered around the table for 
Club president for the ensuing year is Henry Mitchell. 


this LAT “Over 50” Club luncheon actually compile a total 
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NEW ALUMINUM SINGLE- AND DOUBLE-HUNG 
WINDOWS TO ROUND OUT YOUR TRUSCON LINE 





Truscon’s new Series 158 Aluminum Line is the win- 


dow you can sell for all types of construction, in any Quality features to make sales fast: 


part of the country. 

Frame, masonry, concrete block, stucco... this win- 
dow fits them all. New design aluminum extrusions 
and advanced engineering give you all the advantages 
of an integral fin trim without the disadvantages. Fin 
flexibility makes it possible for you to sell this window 
for all construction types, with full conformity with 
regional preferences. 

Truscon’s new Series 158 is designed so that your 
customer can build construction of any type right up 
to it. Then, trim if desired. 

Round out your Truscon line. Stock, display, and 
sell Series 158 Aluminum Single- and Double-Hung 
Windows. Send coupon for facts. 





CP ONOAURWH = 


en 
° 


11. 
12. 
13. 
14. 


Etched and lacquered. 
Solid white bronze hardware, tumbled and lacquered. 


Flush integral lift. 


. High humidity gutter. 
- Positive vent stops. 


Self-compensating spiral balances. 
Full perimeter silicone-treated wool pile weatherstripping. 


- Mechanically interlocked vent corners. 


Removable parting strip. 

Screwless mullions, nailing strips and anchors. 
Tight seal adjustable casings. 

Snap-in muntin bars. 

Extruded full and half screens. 


Storm sash. 


No other aluminum window can match them! 


REPUBLIC STEEL CORPORATION 
TRUSCON STEEL DIVISION 

DEPT. C-5474-A 

1050 ALBERT STREET » YOUNGSTOWN 1, OHIO 





REPUBLIC STEEL 
TRUSCON STEEL DIVISION 


Please furnish sizes, specifications, prices on Series 158 
Aluminum Windows. 


MARK OF MERIT 
PRODUCTS 


Youngstown 1, Ohio 
a Title 





Firm____ 





NAMES YOU CAN BUILD ON 
Address— 





EERE Gap es oy, 


S 
™“ 


SOUTHERN BUILDING SUPPLIES for JUNE, 1958 For more details on above items, use Coupon on Page 52 





Closely following the unloading of a car of McCracken Lumber Co. packets by 

fork truck is this group of some 200 LAT convention registrants. Engineered 

for unitized handling, the packets are 2 feet wide and 10 inches high. The 

LAT-NRLDA-NLMA jointly sponsored demonstration was held in Stahlman Lum- 

ber Co.’s wholesale yard in Houston. With mike in hand, NRLDA’s Bob Brown 

describes unloading procedures over a near-by loudspeaker. Three carloads of 
lumber with different packaging systems were unloaded. 


merchandise through the show as 
$1,500,000, compared with about 
$2,500,000 last year. But he point- 
ed out that one order last year 
was for $1,000,000. This year, al- 
though total sales were less, twice 
as many dealers placed smaller 
orders, a circumstance which 
pleased association officers, he said. 

Business deliberations of the 
convention were opened by Presi- 
dent Gene Klein of Amarillo, later 
succeeded by Ralph Campbell of 
Fort Worth. A breakfast session 
preceded each general meeting, 
and at the first breakfast session 
Paul Hollenbeck, market analyzer 
of Burbank, Calif., spoke on “Pric- 
ing for Profit.” 

With illustrative slides, he ex- 
posed fallacies of accounting pro- 
cedures in lumber yards, exhorting 
his audience to have the courage 
to use a 50 per cent mark-up. 

“The only justification for you 
getting one penny more than you 
pay for merchandise,” he said, “‘is 
the service you give. The reason 
we have such a poor accounts re- 
ceivable history in our industry is 
because we are afraid of price. 

“A great many yards are turn- 
ing their inventories one to one- 
and-a-half times a year and this 
is horrible. You ought to turn not 
less than five, and five to eight in 
some places is the proper turn on 
inventory. If you can’t sell it, why 
handle it?” Hollenbeck questioned. 

“A small yard should not be 
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satisfied with less than three to 
four turns and I have known big 
yards to get a 12-time turn. The 
bigger the yard, the bigger the 
volume and more turnover. 

“Right now, the public is con- 
vinced that a lumber yard is the 
worst place of all to buy. Our pub- 
lic relations stink. 

“Quit thinking you are cheat- 
ing the public on a 50 per cent 
mark-up. There is weakness in 
discount. The more you discount 
the more you have to discount. 
Everyone knows he can get a 
discount at a lumber yard,” assert- 
ed Hollenbeck. 

In the first general convention 
session, President Klein brought 
out the light effect of the business 
recession in Texas. This he did 
by thanking three members of the 
LAT staff — Ebersole; Dick Wat- 
kins, secretary; and Bill Cunning- 
ham, field representative — for 
maintaining membership “at ap- 
proximately the same level.” 

James C. O’Malley of Phoenix, 
Ariz., president of the National Re- 
tail Lumber Dealers Assn., told 
the convention that the successful 
dealer must be an opportunist. 

“Many will have to change their 
methods of operation,” he con- 
tinued, ‘and learr to merchandise 
to the public. 

“Many of us get the idea that 
retail selling is direct selling. Re- 
tailing is much more than direct 
selling, for you must merchan- 


dise. There are thousands of items 
to choose from and hundreds of 
ideas.” 

O’Malley’s firm operates 19 
yards, largely in communities of 
10,000 or less and most of the 
Managers own up to one-third of 
the business, he said. 

A second breakfast session pre- 
sided over by President Klein 
brought together a panel consist- 
ing of W. D. (Boots) Watson, Wm. 
Cameron and Co., Waco; Ralph G. 
Campbell (later elevated to the 
presidency), Johnson - Campbell 
Lumber Co., Fort Worth; Marion 
C. Pugh, originator of “Doctor 
Fixit,” Marion Pugh Lumber Co., 
College Station; M. C. (Sandy) 
Engel, M. C. Engel Building Ma- 
terials, San Antonio; and Hollen- 
beck. General subject of the panel 
was “Profits Through Action,” 
with members, other than Hollen- 
beck, having assigned subjects. 

On “Employee Training for Real 
Management’ Results,” Watson 
said: “If I asked each of you the 
most important factor to your 
business, you would say profit, 
and I would disagree, for it is 
most important to develop the hu- 
man timber, or human element, 
and if you don’t you won’t stay 
in business too long.” 

He gave four rules for employ- 
ment of personnel: (1) Employ no 
one except to fill a job at the bot- 
tom; (2) none should be employed 
except a man willing to start at 
the bottom; (3) no one should start 
at the bottom except a man quali- 
fied and educated for advancement 
to the top position; and (4) no one 
should remain with the company 
except individuals willing to see 
those under them advance. 

Campbell, on “Pricing and Good 
Accounting Practices,’ stated: 
“Some dealers are losing their 
shirts because they don’t get the 
facts about their business. First, 
get a good accounting system, and 
second, use it. 

“Few dealers are good enough 
accountants for this business. Or, 
if good enough as accountants, 
they should quit the lumber busi- 
ness. An accounting system is one 
of management’s best tools, but it 
is only one tool, and good judg- 
ment is needed to use it. 

“The best system in the world 
is no good unless used. Don’t just 
look at the last figure in the finan- 
cial statement, but get an account- 
ant to show you what it’s all about 
and analyze each item.” 

Pugh, on “Pricing for a Home 
Improvement Program,” comment- 

(See TEXAS CONVENTION page 82) 
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201-F. DOOR LIGHTS. Catalogs and price lists are available for 
the Maywood line of decorative door lights, storm and screen door 
lights, louvers, panel units, moulding units, ornaments, and hard- 
ware accessories. Material also includes installation instructions. 


Maywood, Inc., Dept. SBS, P. O. Box 706, Amarillo, Tex. 


202-F. CONCRETE BATCHING AND CEMENT HANDLING. 
C. S. Johnson offers folders which describe, list specifications, and 
illustrate the Johnson Tumbleweed portable batcher, and the 
Roustabout, Ec plant, and Jumbo transit-mix plants. The C. S. 
Johnson Co., Dept. SBS, Champaign, III. 


203-F. WOOD WINDOW UNITS. Four two-color folders illustrate 
and describe M. W. Distributors’ Bowindows, Air-Lite, Lif-T-Vue, 
and triple-gliding R-O-W wood window units. M. W. Distributors, 
Dept. SBS, Rocky Mount, Va. 


204-F. REDWOOD IN THE HOME. “Promote Redwood For True 
Beauty in the Home” by John Reno gives helpful pointers on 
moisture content, colors, grains, nailing, placement and finishes for 
redwood paneling and siding. The Pacific Lumber Co., Dept. SBS, 
35 East Wacker Drive, Chicago 1, Ill. 


201-E. CERAMIC TILE. Misceramic Tile offers a color brochure 
on its full line of floor and wall tile designs and colors. This 
Mississippi producer also offers booklets on tile estimating and 
installation. The Misceramic Co., Dept. SBS, P. O. Box 3647, East 
Atlanta Station, Atlanta, Ga. 


202-E. HARDBOARD PANELS. A 24-page catalog entitled “Guide 
for Builders” describes and illustrates exterior and interior uses 
of Masonite hardboard panels. Physical properties of the panels, 
proper methods of working with them, and recommended appli- 
cation procedures also are covered. Masonite Corp., Dept. SBS, 
Suite 2037, 111 W. Washington Street, Chicago 2, Ill. 


203-E. PRE-FINISHED PANELING. Full-color catalog, samples, 
and price lists provide complete information on Amerwood pre- 
finished pine paneling. It comes in a choice of five colors. South- 
wood Corp., Dept. SBS, P. O. Box 7385, Fort Worth, Tex. 


202-D. VITRIFIED CLAY PRODUCTS, Brochure describes Dickey’s 
new PVC coupling. Booklets also available on Dickey Perma-Line 
pipe and fittings, drain tile, wall coping, flue lining. W. S. Dickey 
Clay Manufacturing Co., Dept. SBS, P. O. Box 2028, Kansas City 
42, Mo. 


203-D. WOOD WINDOW UNITS. Three folders describe, list full 
specifications, and generously illustrate Dierks Snap-Tite removable 
window units, stack awning, and Light-Lift, double-hung window 
units. Dierks Forests, Inc., Dept. SBS, 810 Whittington Avenue, Hot 
Springs, Ark. 

205-D. ALUMINUM WINDOWS. AIA file No. 16-L shows installa- 
tion details and gives specifications for the complete line of Watson 
Weathertite Rugged aluminum windows: horizontal slide, double- 
hung, single-hung, and insulating aluminum windows. W. M. 
Products Co., Dept. SBS, 5425 BI Street, H 7, Tex. 


206-D. STAPLING PRODUCTS. Arrow’s catalog No. 13 introduces 
new stapling machines, gun tackers, pliers and staples. New display 
details and price list are included. Arrow Fastener Co., Inc., Dept. 
SBS, One Junius Street, Brooklyn 12, N. Y. 

207-D. BONDED ASPHALT ROOFING. New literature covers Fry 
Bonded asphalt roofings for all types of buildings. Fry Bonded 
products include shingles, roll roofing, and felts. Lloyd A. Fry 
Roofing Co., General Sales Dept., SBS, 5818 Archer Road, Summit 
(Argo P. O.) Til. 








On this and subsequent pages of S-B-S, you are offered an . a wid 
excellent selection of literature on new Building Materials and 
Products. For free copies of this helpful literature, just fill in 
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and return the handy postage-paid reply card on page 51. 





209-D. ALUMINUM SIDING. A four-color folder covers Tripl-Tite 
painted aluminum siding. It includes sales pointers on this building 
material in question-answer form. The folder shows new and re- 
modeled homes sided with Tripl-Tite aluminum. National Metal 
Products Co., Dept. SBS, 2 Gateway Center, Pittsburgh 22, Pa. 
210-D. INTERLOCKING ASPHALT SHINGLES. A color folder de- 
scribes and illustrates Ruberoid’s asphalt Lok-Tab shingles. Four 
color blends are featured. The Ruberoid Co., Dept. SBS, 500 Fifth 
Avenue, New York 36, N. Y. 

212-D. WESTERN LUMBER SOURCES. A 40-page booklet lists 
and gives mill per l, ity, and facility information on 
mills producing Douglas ‘fir, West Coast hemlock, Western red 
cedar, and Sitka spruce lumber. West Coast Lumbermen’s Assn., 
Dept. SBS, 1410 S. W. Morrison Street, Portland 5, Ore. 


213-D. STOCK WOODWORK. A 40-page catalog gives specifica- 
tions, construction, and appli tails for a large variety of 
Curtis wood window styles and types. Curtis Companies Service 
Bureau, Dept. SBS, Clinton, Iowa. 


214-D. CEILING TILE. A 16-page booklet features Celotex’s Hush- 
Tone and Designer ceiling tile in three “idea” rooms. It also covers 
other Celotex residential materials. The Celotex Corp., Dept. SBS, 
120 S. LaSalle Street, Chicago 3, Ill. 


215-D. REMOVABLE HORIZONTAL WINDOWS. A 4-page folder 
describes the Rimco Slide removable horizontal-sliding wood win- 
dow unit. It emphasizes these features: styling, economy, weather- 
tightness, and easy maintenance. Rock Island Millwork Co., Factory 
Dept. SBS, Rock Island, Ill. 


217-D. CARPORT. Folder shows sizes and uses of all-purpose Sea- 
View shelter, from attached carport to free-standing patio. Built 
of aluminum with steel supports. Other literature on Flair window 
awnings and patio covers. SeaView Industries, Dept. SBS, 4030 
N. W. 29th Street, Miami, Fla. 


218-D. CEDAR-SHAKE PACKAGE. Literature describes a handy 
consumer package of Shakertown Glumac shakes, matching-color 
nails, and “Jiffy Corners.” It shows how corners make a tight fit 
on outside walls. Shakertown Corp., Dept. SBS, 20310 Kinsman 
Road, Cleveland 22, Ohio. 


4-D. ASBESTOS-CEMENT PRODUCTS. Several brochures and 
folders — several in full color — show Century No. 5 roofing 
shingles; Apac all-purpose board; Linabestos and Sheetflextos wall- 
boards for interior and exterior use; lightweight corrugated asbestos 
sheet. Keasbey and Mattison Co., Dept. SBS, Ambler, Pa. 


102-D. ALUMINUM SLIDING GLASS DOORS. “The Decorators 
Touch” is a four-page folder which gives specifications and in- 
stallation drawings for “Tropicana” aluminum sliding glass doors. 
Dary! Products Corp., Dept. SBS, 7240 N. E. 4th Avenue, Miami, 
Fla. 


104-D. INSULATING ROOF DECK. A 20-page brochure, “New 
Dimensions In Ceiling Design,” shows and describes roof-deck 
designs, coat comparisons, beam sizes, construction detail, and 
application tips. Insulite Division of Minnesota and Ontario Paper 
Co., Dept. SBS, 500 Baker Building, Minneapolis 2, Minn. 


105-D. FARM STEEL PRODUCTS. “Farmers and Ranchers Hand- 
book” in 76 pages supplies data on specifications and plans for the 
use of steel materials for fencing and roofing on farms. Handbook 
also includes meat-cut charts, household helps, teen-ager tips. 
Tennessee Coal & Iron Division of U. S. Steel Corp., Dept. SBS, 
Fairfield, Ala. 








(Continued on Reply Card page 51) 


For more 
information 



















No other available wood offers such versatile 
advantages to architect, builder and owner. 
Dimensional stability; freedom from swelling 


7 
Sound design and shrinkage; resistance to weather, decay and 


termites; natural beauty and ability to take and 
hold paint or other finishes; easy workability — 


deserves the Redwood excells in all—but only if properly 


ia processed from forest to homesite. The Pacific 
sound durability Lumber Company, oldest major Redwood pro- 

ducer, has continually pioneered the advanced 
manufacturing practices which provide the pre- 


and ageless beauty of mium values of Redwood at its best —at no extra 


premium in cost. Make sure to match soundness 
Redwood at its best of design with the sound durability and ageless 
beauty of Palco Architectural Quality Redwood. 


804 





See Sweet's Architectural File, or write for your personal 40 oy, 
reprint of the bulletin outlining specification data, PALCO 98 
Redwood patterns, sizes, grades, grains, etc. 


Sh ohio DALEO. 


THE PACIFIC LUMBER COMPANY 


Since 1869 + Mills at Scotia, California 


100 BUSH ST., SAN FRANCISCO 4 © 35 E. WACKER DRIVE, CHICAGO 1 © 2185 HUNTINGTON DRIVE, SAN MARINO 9, CALIF. Crs 


MEMBER Oo F CAL EEO BNLALLA Rt. We o-D A$ $0: ¢ VAT 1 O°NR 
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More, MORE FREE, Free 
HELPFUL BOOKLETS! 


(Save time and postage by requesting all the items 
you want on these handy postage - paid reply 
envelopes.) 


(Continued from BOOKLETS FREE page) 


106-D. WOOD AND METAL SCREWS, Southern Screw Co., 
Dept. SBS, Statesville, N. no on offers a useful folder of “In- 
structions for Selecting and Using Wood Screws and Sheet 


108-D. STEEL FRAME BUILDINGS. hegre brochure 
shows standard sizes, details, accessories, and varied uses of 
Dixisteel ane See ae peas anaes 
angular or -string truss roof 

Dept. SBS, Warehouse Division, P. O. Box 1714, Atlanta 


1, Ga. 


101-E. METAL WEATHERSTRIPS, Southern Metal thres- 


and contains price and order information. 
a Corp., Dept. SBS, 921 Rayner Street, Memphis 14, 
‘enn. 
102-E. PRESSURE-TREATED LUMBER. “Safeguard 
Pressure-Treated Lumber” is 
ap’ i f lumber 
against deterioration from rot-producing fungi and 
termites, eg “tr ate Dept. SBS, 750 Koppers Build- 
ing, Pittsburgh 1 
105-E. pone Aaans lied: Conventional and unusual 
uses for m jalousies are illustrated in a colorful 16- 
page folder. Detail drawings a how einen! ~ —_ 
in wood frame, brick veneer, solid masonry. 
block. Truscon Steel Div., Steel, De Dept. a7SBS, "1050 
Albert Street, Youngstown 1, eo 
1-G. ALUMINUM SCREEN, Burns aluminum tension screens, 
full-frame screens, and screen cloth are described a .. 
envelope-size folder. Catalog pcamage Bono lists adv. 
aluminum frame unit. pete Wire Soon Fee SBS, SBS, 
249 Spring Street, S. W., A’ 
101-G. HARDWOOD FLOORING. ae Hardwood Flooring 
Handbook,” a manual for retail lumber dealer salesmen, 
and “How to Install Hardwood Strip Floors Over Concrete 
Slabs” contain essential information on hardwood flooring. 
The Atlanta Oak Flooring Co., Dept. SBS, 920 Glenwood 
Avenue, S. E., Atlanta, Ga. 
101-H. ALUMINUM NAILS. Brochure shows and describes 
the complete line of Phifer aluminum nails for all building 
purposes. It explains tempering and of aluminum 
alloy nails. Price list dealer costs of “ size” boxes 
and 50-lb. cartons. er Wire Products, pt. SBS, Box 
12, Tuscaloosa, Ala. 
104-H. ALUMINUM WINDOWS. Five color brochures — 
scribe and illustrate Ualco aluminum horizontal sliding, 
dential and commercial awning, casement, and double-h double-bang 
windows. All brochures give specifications, sizes, and ii 
lation details. Southern Sash Sales & moet Te Co., Inc., Dept. 
SBS, Sheffield, Ala. 


pte METAL pt ye PRODUCTS. Cue 57 gives 
fications and shows and describes uses Vestal fire- 
circulators, dampers, meg rar A cull nd bridging, 
wall ties, mortar boxes, garbage recei access doors, and 
other products for business and tedeuey. ' Vestal 1 Manufactur- 
ing Co., Dept. SBS, Sweetwater, Tenn. 
104-J. SCREEN PRODUCTS. Complete line of Loxcreen 
products is detailed in two-color catalog. Included are ten- 
sion screens; Loxframe all-aluminum screens; Loxtrim screen 
Peggle pe emer Tamemne ay “eg “aoe ge 
ings, and ex a ee ee ne . O 
Box’ 5133, “Columbia, S. 
1-K. METAL LATH, coined Colorful catalog bro- 
chure shows and describes types of metal lath, accessories, 
and partition systems of the Alabama Metal Lath Co., Dept. 
SBS, P. O. Box 992, Birmingham, Ala. Tables give test 
data and sound transmission loss for the partitions. 
2-K. WINDOW, DOOR PRODUCTS. Vulco aluminum screens 
and jalousies, screens, Superior and Sek cheaee storm 
sash, Dura-Bilt screen doors and combination storm doors, 
hardware and tools are described in the “Versatile Vulco” 
catalog. Vulcan Metal ogy Inc., Dept. SBS, 2801 Sixth 
Avenue South, Birmingham, Ala. 
101-L. CONCRETE PLANTS. Brochure describes and illus- 
trates exact procedure for planning concrete plants for lum- 
ber yards. Complete » cations are given for nine types 
of concrete plants. Information on cement storage and 
ate ha is included. The C. S. Johnson Co., Dept. 
SBS, P. O. Box 71, Champaign, Ii. 


102-L, STEEL FRAME BUILDINGS. Booklet with diagrams 


Use sab he Card to Order Literature and Information Free! 


and color illustrations ton oo ete So Om cm 


building 
30 ft. to GO ft., with choice of sidewalls. Cuckler Mfg. Co., 
Dept. SBS, Monticello, Iowa. 


105-L. oa ‘wooD PANELING. Colorful literature 
describes Lo s Flakewood for 


Grand eanan, eee 


= a Pcs ayar mone as 

me © or 
will aifts is illustrated in “Sensational Business Dendee 
This 32-page catalog gives complete specifications and prices. 
Adgif Co., Division of Seripto, Ine., Dept. SBS, P. O. Box 
4847, Atlanta 2, Ga. 


202-A. ALUMINUM WINDOWS. The Apco lines of windows 
are covered in three new brochures. AIA file No. 16-E cata- 
logs “Apco Aluminum Windows — Residential, Commercial, 
Window Wall, Industrial.” Apco aluminum horizontal slid- 


i ‘usco 
Corp., Dept. SBS, 1901 Franklin Street, Houston 2, Tex. 


203-A. PLASTER REINFORCEMENT. A 20-page booklet 
reports the findings of the Research Foundation of the Uni- 
versity of Toledo on Properties of 
Gypsum Lath and Plaster Angles Formed by the Intersection 
of Wallis and Walls with Reinforced 

Types of Metal Reinforcement.” It 

formance of Keycorner wire mesh. 

Co., Dept. SBS, Peoria 7, Ill. 


205-A. FACT FILING FOLDERS. The Reynolds 

Supply Company offers dealers a set of 19 Fact Folders for 
setting up a handy reference on such 

ciuinas seeing sok sia aie. Ge ae eae 
sories, farm gates, insulation, nails, ete. New literature sent 

to dealers using f ide dengue Gear Gea 
pany, Dept. SBS, P. O. Box 1367, Atlanta 1, Ga. 


208-A. WESTERN PINE — —— AND — WPA’s 
1958 membership directory lists member mills by 
states and by species and products pn Six full-color 
folders show Western Pine finishing and uced 
samples. Western Pine Assn., Dept. S Yeon 

Portland 4, Oregon. 


209-A. PLASTIC-FINISHED PANELS. Full-color catalog 
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covers complete line of Marlite plastic-finished wall and 
— panels of hardboard. It —_ full variety of colors 

and patterns — Hi-Gloss, Marble Panel, Woodpanel, plank, 
block, and Korelock. Marsh Wall Products, Inc., Dept. SBS, 
Dover, Ohio. 


210-A. ROTARY VENTILATOR, New aluminum ventilator 
of rotary turbine type is shown and detailed in AIA file 
folder, Also covered are Leslie stationary and revolving head 
gravity and Leslie roof, wall, and eave louvers. Leslie 
Welding Inc., Dept. SBS, 2943 West Carroll Avenue, 
Chicago 12, Ill. 
211-A. BARBECUE GRILL. AIA file leaflet describes and 
shows two models of new Majestic Char-Grill for indoor 
installation. Six popular uses and grill accessories are shown. 
Separate sheets detail installation in masonry and in wood 
cabinets. Majestic Co., Dept. SBS, Huntington, Indiana. 


212-A. WOOD WINDOW WALLS. Catalog No. 581 and 
dealer m kit cover in detail use of complete 
line of Seow wood window units for residences, institu- 
tional buildings, and light commercial structures. Brands 
and types of windows include Flexivents, Beauty-Line, base- 
ment, gliding, casement, and double-hung Pressure Seal 
units, Andersen Corp., Dept. SBS, Bayport, Minnesota. 


213-A. WROUGHT IRON RAILINGS AND COLUMNS. New 
ca page ws four column designs available with Versa 

t iron railing for Do-It-Yourself trade. Page explains 
ease of becoming wrought iron dealer. Versa Products Co., 
Dept. SBS, Lodi 4, Ohio. 


214-A. REDWOOD QUALITIES AND USES. “The Archi- 
tect’s Redwood File” offers complete information on prop- 
— application, finishes, and grades and uses of Cali- 

ornia redwood for residential, farm, and industrial con- 
pom ms Hg and improvement. CRA Standard Specifications 
handbook also available. California Redwood Assn., Dept. 
SBS, 576 Sacramento Street, San Francisco 11, Calif. 


13-B. INCINERATORS. Donley incinerators for homes, 
apartments, and other buildings are shown in a new cata- 
log. Complete technical data are given for flue-fed, floor-fed 
garden, and prefabricated steel models. Donley Brothers 
Co., Dept. SBS, 13905 Miles Avenue, Cleveland 5, Ohio. 


14-B. TENSION SCREENS, New dealer sales manual outlines 
22 reasons for Tension-tite aluminum screens and 
shows photographs of a dealer making a sale, with his 
explanation to the customer. Rudiger-Lang Co., Dept. SBS, 
International Trade Mart, New Orleans 12, La. 
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15-B. LUMBER PACKAGING. “How to Protect Lumber with 
Waterproof Paper for Shipment and Storage!” is a booklet 
that explains how to protect lumber with paper for shipping, 

storage, and sales. American Sisalkraft Corp., Dept. SBS, 
Attleboro, Mass. 


24-B. ASPHALT ROOFING MATERIALS, Four-page catalog 
insert gives complete specifications, descriptions of uses, and 
directions for both cold and hot applications. It covers 
asphalt roofing and coatings and cements. Lion Oil Co., 
Asphalt Sales, Dept. SBS, El Dorado, Ark. 


33-B. MASONRY WALL REINFORCEMENT. Bulletin gives 
specifications and shows Dur-O-waL masonry wall reinforce- 
ment with cavity, bonded, coursed, or stacked course ma- 
sonry wall, and wall with plaster. Dur-O-waL Products of 
Alabama, Ine. ., Dept. SBS, P. O. Box 5446, Birmingham 7, 
Ala. 


45-B. MORTAR CEMENT. “Facts and Tables for the User 
of Mortar Cement” is a booklet covering Penn-Dixie prod- 
ucts and uses. It includes ratios for mixing mortar, and 
estimating guides, Penn-Dixie Cement Corp., Dept. SBS, 60 
East 42nd Street, New York 17, N. Y. 


106-B. FIR PLYWOOD FACTS. Available to dealers and 
their employees for which home addresses are sent to 
Douglas Fir Plywood Assn., Dept. SBS, 1119 A Street, 
Tacoma 2, Wash., is a 48-page, pocket-size fir plywood 
= > includes basic grade-use data, advantages, and much 
“know-how.” 


110-B. PLASTIC WATER PUTTY. Catalog sheet shows 
home uses for Durham’s Rock-Hard water putty, explains 
how to color it, and lists types of customers who find it 

"D d Durham Co., Dept. SBS, Box 804-0, 





Des Moines, Iowa. 


101-C. PLYWOOD PRODUCTS, The Weldwood catalog (AIA 
File No. 19-F) contains descriptions, recommended uses, 
sizes, and approximate prices for every product in the 
Weldwood plywood line. All species and patterns shown in 
full color. United States Plywood Corp., Dept. SBS, 55 West 
44th Street, N. Y. 36, N. Y. 


102-C. FIBER ROOF COATING. “The Easy and Low Cost 
Way to Repair and Renew Roofs” is a folder covering the 
uses of Gardner asphalt-asbestos roof coating. Gardner 
Asphalt Products Co., Dept. SBS, P. O. Box 5776, Tampa, 


106-C. WINDOW SASH BALANCES. The new one-piece 
Spiraltiex weatherstrip-sash balance is described in a catalog 
sheet. The new sash unit does not need individual parting 
bead and assures plumb installation. It has spiral balances. 
Caldwell Manufacturing Co., Dept. SBS, 64 Commercial 
Street, Rochester 14, N. Y. 


109-C, WOOD SHUTTERS AND DOORS. The uses and 
benefits of the new Wing-Line Shutterfold doors are covered 
in catalog insert. Catalog No. 1056 shows details and gives 
sizes and benefits of Fit ’n’ Finish shutters with movable 
louvers. Sam A. Wing Co., Inc., Dept. SBS, 5035 Willits 
Avenue, Dallas 6, Tex. 


201-C. WOOD PANELING. Full-color brochures and a folder 
illustrate and describe plywood, Ripplewood, and California 
redwood wall paneling. Georgia-Pacific Corp., Dept. SBS, 
Equitable Building, Portland 4, Ore. 


202-C. SLIDING-DOOR gg nto Two folders describe 
and illustrate the Har-Vey Handi-Frame t door frame 
and the Har-Vey “B” Line Slide-A-Fold ‘hardware. Folders 
include installation instructions. American Screen Products 
Co., Dept. SBS, 61 East North Avenue, Northlake, IH. 


203-C. STOCK MILLWORK. The “Ideal Millwork” catalog 
contains pictures, sizes, and specifications of Ideal All-Wethr 
double-hung window units, stack window units, panel doors, 
Glide-and-Fold closet door units, sliding door units, screen 
doors, louver doors, window screens, kitchen cabinets. Ideal 
Co., Dept. SBS, Box 889, Waco, Tex. 


204-C. ALUMINUM WINDOWS. Century pamphlet gives 
complete specifications and shows installation details of 
single-hung, double-hung, picture, Wall-Lite, horizontal roll- 
ing, and horizontal aluminum windows. Century Alu- 
minum Corp., Dept. SBS, Scottsburg, Ind. 


205-C. KILN-DRIED LUMBER. Weyerhaeuser folder ex- 
plains the advantages of their 4-square kiln-dried lumber 
in basic wood construction. Weyerhaeuser Sales Co., Dept. 
SBS, First National Bank Building, Saint Paul 1, Minn, 


206-C. ALUMINUM SCREENS. Catalog sheets and price 
lists on the full line of aluminum screens are available from 
Homecraft Corp., Dept. SBS, Lithonia, Ga. 


207-C. TRUSS LOCK PLATES. Illustrated folder details the 
layout, operation, and advantages of Templin truss lock 
plates and trusses. Templin Associates, Inc., Dept. SBS, 
Building 6, Airbase, Vero Beach, Fla. 


208-C. ALUMINUM DOORS AND WINDOWS. A catalog 
covers three lines of Nudor aluminum sliding glass doors 
and a folder on their horizontal sliding window. The catalog 
includes detail drawings, specifications, and _ installation 
instructions. Nudor Manufacturing Corp., Dept. SBS, 7326 
Fulton Avenue, North Hollywood, Calif. 








PRODUCT PARADE 





COMBINATION-DOOR INSERT 


A new insert for converting blank 
flush doors into combination doors 
is available from the Visador Co., 
Dept. SBS, P. O. Box 10312, Dallas 
7, See. 


Ventilation is achieved by raising 
the single-hung aluminum sash. The 
sash is easily removed for cleaning. 

The weather-tight inserts are pre- 
assembled, pre-glazed, and _ pre- 
screened. Wood frames are featured 
on both sides of the door, keeping 
metal exposure to a minimum for 
softer appearance. 

Write P211 on reply card, page 52. 


AUTOMATIC AWNING LOCK 


Ludman Corp., Dept. SBS, P. O. 
Box 276, Biscayne Annex, Miami 
52, Fla., introduces a model E Auto- 
Lok aluminum awning window with 
automatic locking hardware. 

When the windows are closed, this 
gear locks the vents at all four cor- 
ners — so they can not be forced 
open. It compresses complete over- 
lapping weatherstripping around 
each vent for a positive air-tight 
seal. 

Write P212 on reply card, page 52. 


DECORATIVE METAL MESH 


Three new patterns of decorative 
expanded metals — Armorweave, 
Festoon, and Cathedral — are in- 
troduced by the United States 
Gypsum Co., Dept. SBS, 300 West 
Adams, Chicago 6, Ill. 


These mesh and wire-type sheets 
are cold-drawn from solid sheets 
of aluminum or carbon steel. They 
are strong and rigid, yet lightweight. 
They may be _ curved, formed, 
welded and cut without raveling. 

The meshes are ideal for screens, 
room dividers, book shelves, sun 
shades, ornamental trims, ceilings, 
and partitions. 

Write P213 on reply card, page 52. 


PRE-FINISHED PLYWOOD 


A pre-finished plywood paneling that 
is said to be mar- and scuff-resistant 
has been developed by the South- 
wood Corp., Dept. SBS, P. O. Box 
7385, Fort Worth, Tex. 


The Amer-Ply-Wood is abraded 
by a blasting process which partially 
removes the softer spring growth 
and leaves the hard summer growth 
raised. The panels are then random 
width V-grooved. Eased edges of the 
joints continue the V-grooved look 

Color in high-grade lacquers is 
applied to highlight the natural-grain 
beauty of the wood. The panels are 
lightweight and come in the size 
4 x & z-G/ie. 


Write P214 on reply card, page 52. 


VERSATILE WOODWORKER 


A multi-duty machine has been de- 
veloped by the Belsaw Machinery 
Co., Dept. SBS, 315 Westport Street, 
Kansas City 11, Mo. to produce 
lumber to desired width, thickness, 
and pattern in one continuous pow- 
er-feed operation. 

Rough lumber is fed to the saw 
to rip it to desired width, then it 
moves right on through the plan- 
ing and molding knives to come out 
as finished stock. The new power 
tool provides for performance of 
each operation separately. It serves 
as a power-feed rip saw, a power- 
feed thickness planer, a power-feed 
molder — or a combination of all 
three. 

A 10-inch rip saw can be locked 
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at any desired position along the 
12-inch arbor. Three high-speed 
steel knives give cabinet finish on 
stock up to 12%” wide and 6” thick. 
Molding cutter bits, quickly change- 
able, are available for tongue and 
groove, quarter round, base molding, 
3-bead, and V-joint ceiling. 

Write P215 on reply card, page 52. 


CERAMIC TILE 


Clay ceramic tile for the kitchen or 
bathroom is now available in 16 
decorator colors, as well as in black 
and white, from the Doric Corp., 
Dept. SBS, P. O. Box 156, Wooster, 
Ohio. 

The company also offers Doric 
mastic, grout, fixtures, tools, and 
floor tile. 

Available dealer literature gives 
price lists and installation instruc- 
tions. 

Write P216 on reply card, page 52. 


SLIDING MIRROR DOORS 


Miller MirroGlide is a line of alu- 





minum framed, sliding mirror doors 
available from the Frank B. Miller 
Manufacturing Co., Inc., Dept. SBS, 
3216 Valhalla Drive, Burbank, Calif. 

The mirror doors come in both 
by-pass and pocket types, and in 
various heights and widths. They 
are made for easy installation in 
both new construction and remod- 
eling, with choice of clear, gold, and 
black Alumilite finish. 

Write P217 on reply card, page 52. 


JOB-PLANNED TRUCKS 


The Reading Body Works, Inc., Dept. 
SBS, Reading, Pa., offers a 1958 
truck body that is “job-planned” for 
the woodworking and home-im- 
provement industries. The utility 
truck bodies feature removable 
shelves as well as removable and 
adjustable shelf and tray dividers. 

All shelves are _ operationally 
mounted on special die-formed steel 
brackets, instantly removable with- 
out tools. 

Write P218 on reply card, page 52. 


SASH BALANCE 


A one-piece  sash-balance and 
weatherstrip combination utilizes a 
platform and nylon guide design 
with springs entirely hidden by 
covers. The Master-Matic is intro- 
duced by the Master Metal Strip 
Service, Inc., Dept. SBS, 1720 N. 
Kilbourn Avenue, Chicago 39, III. 

The square contact area of the 
unit is said to assure constant 
weather seal and positive control, 
regardless of sash shrinkage or ex- 
pansion. 

The Master-Matic is made of 
heavy-duty gauge metal. It is suit- 
able for either square or round sash 
plough. 

Write P219 on reply card, page 52. 
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CONCEALED WALL SCALE 


A concealed bathroom wall scale is 
introduced by the Hall-Mack Co., 
Dept. SBS, 1380 West Washington 
Boulevard, Los Angeles 7, Calif. 
The scale is hidden completely 
when not in use, yet readily accessi- 
ble by pulling down the chrome- 
plated handle. The handle is rubber 
covered where it rests on the floor. 
The steel panel and recessed in- 
terior are finished in hammertone 
metallic color to harmonize with 
the chrome-plated brass flange. 
Write P220 on reply card, page 52. 


PACKAGED HARDWOOD LEGS 


Globe-Maid hardwood legs, com- 
plete with display and Do-It-Your- 
self instructions and ideas, are 
offered by the Globe Box Co., Dept. 
SBS, 2601 Commerce Avenue, Hous- 
ton 3, Tex. 


TAPERED LEGS 


we 


Coffee Tables 
Di ke 
Fixtures 


<> 


Re 


SATIN BRASS 
PLATED 


Television or 
Sets 


SATIN BLACK 
ANISH 


The kiln-dried hardwood legs are 
well sanded and ready for finishing. 
Brass swivel-type ferrule eliminates 
any need for nails. Sturdy two-way 
steel top plates permit the legs to 
stand in a straight or angle position. 

Globe-Maid legs are available in 
6”, 9”, 12”, 14”, 21”, and 28” lengths. 
Any length will be made and paint- 
ed on special order. 

Write P221 on reply card, page 52. 


THERMO-ELECTRIC CONTROL 


A thermoramic outdoor “sentinel” 
system for regulating home warmth 
and comfort — in advance of out- 
side temperature changes — has 
been developed by the General Con- 
trols Co., Dept. SBS, Glendale, Calif. 

The thermoramic control system is 
a thermal-electric, three-unit pack- 
age that can ‘be installed with any 
new automatic heating system. It 
is said to cost 300% less than present 
electronic systems doing the same 
job. 

The system includes an outdoor 
thermostat that detects weather 
changes; an indoor thermostat that 
receives and relays furnace adjust- 
ment commands; and a 24-volt, 60 
cycle transformer that supplies the 
operating current. 

Write P222 on reply card, page 52. 





FREIGHT CART 


A new type of four-wheel FloorMas- 
ter freight cart has been introduced 
by Lewis-Shepard Products, Inc., 
Dept. SBS, 125 Walnut Street, Wat- 
ertown 72, Mass. It has a removable 
and replaceable hardwood deck. 

Completely steel-bound for pro- 
tection from undue wear-and-tear, 
the %” hardwood deck comes off 
simply by removing six screws. For 
additional deck protection, formed- 
steel deck ends are included on all 
carts as standard equipment. 

The L-S carts are offered in ca- 
pacities to 2,000 pounds, with 6” or 
8” wheels of rubber or plastic. All 
FloorMaster freight carts have a 
blackboard, tubular bill holder and 
full-width push bar. 

Write P223 on reply card, page 52. 


PRE-FINISHED ROOF DECKS 


The Simpson Logging Co., Dept. 
SBS, 1030 White Building, Seattle, 
Wash., offers two new roof deck 
products — Forestone and Wood- 
Dek. 

Forestone is sturdily fabricated 
of multiple layers of asphalt-im- 
pregnated insulating board. The 
ceiling side is factory-finished and 
eliminates the need for dry-wall, 
lath/plaster, or paint. Forestone 
acoustical roof deck is_ installed 
quickly. The decking spans 32” and 
48”. 


Wood-Dek has an exposed ceiling 
surface of Simpson hemlock ply- 
wood, bonded to multiple layers of 
asphalt-impregnated wood-fiber in- 
sulating board. 

The exposed panels are scored and 
beveled on 8” centers to create a 
planked effect. They are factory-fin- 
ished in a _ light-reflective white 
stain. 

Write P224 on reply card, page 52. 
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In our October 1957 issue we carried a full-page advertise- 
ment containing the above picture 


This advertisement related to Hurricane Audrey and its ef- 
fect upon roofing shingles. 


This advertisement mistakenly stated that Mr. Saul Sonnier, 
of Lafayette, Louisiana, constructed the house in the background 
(with many shingles blown off). Actually Mr. Sonnier did not 
construct the house in the background, but did construct the 
house in the foreground. It is easy to see that no shingles have 
blown off the house constructed by Mr. Sonnier, and we are 
reliably advised that NOT ONE of the roofing shingles on homes 
built by Mr. Sonnier was blown off or damaged by Hurricane 
Audrey. 


The incorrect advertisement of October 1957 did not origi- 
nate with this magazine, and we published it in good faith with- 
out knowledge of its inaccuracy. However, this magazine does 
not wish to injure anyone, and also wishes to recognize good 
workmanship. On both counts Mr. Sonnier rates this retraction 
and correction, and we are pleased to give it the same or better 
prominence than that of the advertisement of October 1957. 


W.R. C. SMITH PUBLISHING COMPANY - ATLANTA, GA. 


Publishers of SOUTHERN BUILDING SUPPLIES 





SMALL AIR-CONDITIONER 


The Philco Corp., Dept. SBS, Tioga 
& C Streets, Philadelphia 34, Pa., 
offers a Bantam room air-condition- 
er that permits full inside-the- 
window mounting. All necessary 
installation parts for the 1-HP air- 
conditioner are installed on the 
inside of the window. 

The window can be closed and 
locked without interference with 
the installation parts. When the 
Bantam is installed, half the unit 
is outside and half is inside the 
window. 

A casement window installation 
kit for the Bantam is offered. 

Write P225 on reply card, page 52. 


WOOD CUPOLAS 


Wood cupolas in three standard de- 
signs are offered by the Woodshed 
Cupola Co., Inc., Dept. SBS, Forest 
Road, Route 22, Northford, Conn. 

The weatherproof cupolas are en- 
gineered to supply ventilation and 
designed for decorative beauty on 
any roof. With bases from 16” to 48” 
square, the cupolas come with choice 
of pagoda or flat roofs made of 16- 
ounce copper or aluminum. 

Included with each cupola are 
cleats, lag screws, scribers, brass 
screws, and full installation direc- 
tions. 

A wide choice of weathervanes 
are shown and detailed in a cata- 


log with all cupola models. 

For the Do-It-Yourselfer, a Wood- 
shed cupola kit is offered — with 
full assembly instructions. 

Write P226 on reply card, page 52. 


SASH LOCK AND LIFT 


No. 4 Cam-Tite is a new sash lock 
offered by the H. B. Ives Co., Dept. 
SBS, New Haven 8, Conn. 

The lock has a positive direct pull. 
It locks the sash securely without 
side thrust. Modern in styling, it 
comes in wrought brass and steel in 
standard finishes. 

As a companion to the No. 4 
Cam-Tite, Ives offers the No. 29 sash 
lift. The 3%” wide lift has a slight 
incline which permits a sure, com- 
fortable grip. 

A counter demonstrator displays 
both the sash lock and sash lift. 

Write P227 on reply card, page 52. 


STEEL BENCH FRAMES 


Heyer Manufacturing & Sales Co., 
Dept. SBS, Chadwick, Ill. offers 
two new steel frames for the con- 
struction of lawn and park benches. 


o 


The Do-It-Yourselfer furnishes 
his own lumber, and assembly is 
fast and simple. Zinc-plated bolts 
are furnished for attaching boards 
to the formed channel steel frames. 
An A-brace and extra-large bolt 
plates provide extra strength and 
rigidity. 

Two models are offered — the 
lawn-park bench with back, and 
A-frames for a single-plank “wait- 
ing bench.” 

Write P228 on reply card, page 52. 


PROTECTIVE-COATED PANELS 


A factory-finished hardwood ply- 
wood paneling in a grey-toned grain 
pattern is offered by the Georgia- 
Pacific Corp., Dept. SBS-13A, Equi- 
table Building, Portland 4, Ore. 
This Grey Mist Ash paneling fea- 
tures the G-P “clip-on” method. 
Each package contains pre-finished 


panels, furring strips, and clips to 
panel a 12’ x 8’ wall. It comes also in 
4’ x 8’ V-grooved panels for regular 
nailing or gluing. 

Grey Mist Ash is finished with 
G-P’s “family-proof” topcoat, a pro- 
tective finish that is said to be im- 
pervious to steam, grease, crayon 
and finger marks. 

Write P229 on reply card, page 52. 


REVERSIBLE WINDOW FAN 


A new 20” reversible fan with two- 
speed controls is available from the 
Lau Blower Co., Dept. SBS, 2027 
Home Avenue, Dayton 7, Ohio. 

The fan can be attached to win- 
dows ranging from 28%” to 38%” 
in width. 

Air delivery of the fan is rated 
at 3,950 cubic feet per minute. The 
electrically reversible controls per- 
mit pulling out warm air or pulling 
in cool night air. 

Write P230 on reply card, page 52. 


TWO-TONE LOCK DESIGN 


The two-tone Garfield (G2B) fea- 
tures knob and rose rings finished 
in bright contrast to the knobs and 
roses themselves. This new door lock 
is offered by Sargent & Co., Dept. 
SBS, New Haven 9, Conn. 

Standard finish combinations are: 
satin aluminum with a choice of 
polished bronze or polished brass 
rings; dull bronze. with polished 
bronze; dull chrome with bright 
chrome. 


Cylinders and turn levers, where 
used, match the rings and add to the 
eye-appeal. 

Write P231 on reply card, page 52. 
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OUTSTANDING in every way... 





























Now you can brighten your profit picture with beautiful 
BOWINDOWS, noted for their elegance, quality and economy in 
both purchase price and maintenance cost. Architecturally correct 
BOWINDOWS provide the much desired narrow line appearance 
and choice of wide modern lights or smaller colonial ones. Positive 
ventilation is assured by the two awning type sash, operated by 
push bars, in each end section. Venting sash are completely 
weatherstripped. Get all the facts and you'll agree — BOWIN- 
DOWS belong in your line! 


BOWINDOWS are one of 

the newest additions to our 
Ui * wide selection of quality 

window units. Write for 
complete information to- 
day. 





Rocky Mount, Virginia 


MANUFACTURERS OF MILLWORK e@ DISTRIBUTORS OF BUILDERS SUPPLIES 


SOUTHERN BUILDING SUPPLIES for JUNE, 1958 For more details on above items, use Coupon on Page 52 57 





PRODUCT BRIEFS 





ELECTRONIC DOOR OPERATOR 
can be installed on both new and 
existing overhead garage doors. The 
unit does not require headroom. It 
lifts the door on both sides, which 
eliminates warping. Rado-matic has 
an automatic light timer. F. C. Rus- 
sell Co., Dept. SBS, Columbiana, 
Ohio. 

Write P232 on reply card, page 52. 


TW&J Ponderosa Pine 
is high altitude, 

old growth, 

finest quality 

stock suitable 

for millwork 
manufacturing, 
residential 
construction 

and industrial use. 


TOUGHER SCREWDRIVER has 
been designed by Stanley Tools, Di- 
vision of the Stanley Works, Dept. 
SBS, New Britain, Conn., to take 
heavy pounding. The heart of the 
Handyman 3000-line screwdrivers is 
Cushion-Core, a_ shock-absorbing 
plug set in the core of a tough, clear 
plastic handle. 

Write P233 on reply card, page 52. 


SWIMMING POOL COVER of light- 
weight Fiberglas screening is intro- 
duced by Meyco, Division of Fred 
J. Meyer & Son, Dept. SBS, 99-08 
Metropolitan Avenue, Forest Hills, 
L. I., N. Y. The screening has a fila- 
ment strength of 250,000 pounds per 
1” sq. It is secured to pool sides 
with safety lock springs and dis- 
appearing anchors. Sizes are avail- 
able to fit any pool size. 

Write P234 on reply card, page 52. 


EXPANSION SHIELD designed for 
masonry fastening is offered by Arro 
Expansion Bolt Co., Dept. SBS, 
Marion, Ohio. The zinc alloy Hold-It 
machine bolt shield is rustproof and 
protected against white corrosion by 
a chromate treatment. It comes in 
sizes from 4” to %” in both short 
and long lengths. 

Write P235 on reply card, page 52. 


INSECT-REPELLING BOARD is 
offered by Pacqua, Inc., Plywood 
Service, Inc., Dept. SBS, P. O. Box 
78, Dillard, Ore. An insect-repelling 
chemical, applied during the glue- 
mixing stage, saturates each wood 
particle and the resin binder. I.R.B. 
Board is available in three types of 
particle board — Par-Tex, Par- 
Wood, and Par-Tile. It is said to 
permanently repel all insects, and 
to resist fungi. 

Write P236 on reply card, page 52. 


PORTABLE SHOWER that elimi- 
nates the need for plumbing instal- 
lations is offered by Forest Special- 
ties, Dept. SBS, 13000 Athens Ave- 
nue, Cleveland 7, Ohio. The low- 
cost unit connects directly to hot 
and cold water tap by garden hose 
with standard fittings. The Silver 
Rain Shower unit comes complete 
with 30” ring and fixtures, plastic 
curtain, non-clogging shower head, 
and slide in-out bracket for simple 
installation to basement beams or 
ceiling. 

Write P237 on reply card, page 52. 


BUILT-IN SCALES fit in a heavy- 
gauge steel box that requires a wall 


opening space of 14” x 14” x 3%” 
deep. The platform rests on a rub- 
ber covered steel handle. The box 
is prime-coated or finished in chrome 
or white. Scales are available in a 
variety of colors. Davis Steel Prod- 
ucts Co., Dept. SBS, Room 316, 
606 S. Hill Street, Los Angeles 14, 
Calif. 

Write P238 on reply card, page 52. 


ALL-STEEL GARAGE DOOR of six 
interlocking sections is offered by 
Taylor Made Garage Door, Inc, 
Dept. SBS, 19800 Fitzpatrick, De- 
troit 28, Mich. The Instamatic fea- 
tures metal V-shaped weatherstrips 
which are said to assure a tight sea! 
between door and jamb and elimi- 
nate binding. The hingeless inter- 
locking sections operate easily on 
nylon rollers. Steel springs provide 
action when door latch is released. 
Write P239 on reply card, page 52. 


ALI LL Sf 


i Pine is g cision manufactured 
from 4/4 througW@8/4 and stored in large 
/ Yel 
$ for yegFaround delivery. 


One of theWest's largest producers of Ponderosa 
Pine with 10 mills in the heart of the High Sierra 
Ponderosa Pine belt to serve you. 


west coost TM MVTO worm Worry aay ITT ATT he hy oe 


P.O. BOX 3498 
Tela daclalatiadcEe beam Gell iieldal ie) Wa) 


PRospect 6-4200 Teletype SF 211 





For more details on above items, use Coupon on Page 52 SOUTHERN BUILDING SUPPLIES for JUNE, 1958 








foe 




















SOUTHERN BUILDING SUPPLIES for JUNE, 1958 


MetaLane Weatherstrip gives positive weather protection 
—keeps windows operating freely—never wears 


Monarch goes far beyond the usual anodiz- 
ing process to perfect the aluminum from 
which MetaLane® is made. Several other 
finishing steps are added, including final 
sealing of the surface with a permanent 
anti-friction lubricant. 


Because of this Monarch exclusive, Meta- 
Lane-equipped windows always operate 
éasily without binding. The impervious 
surface of this perfect weatherstrip material 
defies pitting and corrosion. It will never 


“run” and stain surrounding masonry or 
millwork; will never lose its bright silvery 
beauty; will never wear. More than this, 
MetaLane’s resilient weather-tight seal 
against cold, dirt and dampness will last 
as long as the windows—and doors—on 
which it is installed. 

Specify MetaLane Weatherstrip on all the 
doors and window units you sell. It offers 
builders and home owners the greatest 
value available at a cost no higher than 
ordinary weatherstrip. 


MONARCH METAL WEATHERSTRIP CORP. © 6343 ETZEL AVE. « ST. LOUIS 14, MISSOURI 
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New ! Andersen 


...new component that joins quality window and wall! 





Cuts installation steps two thirds 
Provides tightest possible wall joining 
Easy to handle, easy to sell 

Gives builders lower installed cost 


Fits any type of frame construction 
—including panel systems 


ere’s a great advance in building technique. A new component that makes a quality 
window an integral part of the house frame. Gives you the opportunity to get more 
orders from present customers. Go after business that may have been out of reach before. 
The new Andersen Strutwall comes completely assembled. Load-bearing side struts, 
nailers and lower jack studs have been nailed and glued together at the factory. This provides 
unusual resistance to racking. Gives your customers the tightest possible joining of 
window and wall. Cuts installation from three operations to one—from around 22 steps to 7. 
From a profit standpoint, new Strutwalls are phenomenal. They’re shipped only 190 
per car. You can order fewer units, still get low carload prices. You can make a higher profit 
per installation because you’re supplying a larger part of the house. And the builder 
saves so much on labor he has a lower total installed cost. Ever have a better sales story? 
Advance orders indicate a heavy demand for new Andersen Strutwalls. We suggest you 
place your order now. See your Andersen distributor or write direct for details and other 
information: Andersen Corporation, Bayport, Minnesota. 


instalis in minutes, fits tighter! 
Just cut two load-bearing struts to fit 
header construction. Nail Strutwall to 
adjacent studs. Tilt up with wall. It’s 
that easy. Because all parts are nailed 
and glued at the factory, new Strutwall 
provides tightest possible joining of 
window and wall. 


Saves tiabor, costs iess in- 
stalled! New Strutwall eliminates 
cutting, fitting, assembling all of the con- 
ventional window parts above. Cuts 
labor so much builders report a good 
saving in total installed costs—even when 
figuring Strutwalls against inferior con- 
ventional windows. 


Looks better, more profitabie! 
Andersen Beauty-Line* and Flexivent® styles 
add extra beauty, sales appeal. In multiple 
openings, like this, there’s also more open 
glass area, cleaner, trimmer lines. There’s 
higher profit, too. Because you’re supplying 
a larger part of the house, you make more 
money per window. 


PATENT PENDING . 


Ww ANDERSEN CORPORATION ¢ BAYPORT, MINNESOTA 





Andersen 
Strutwall Windowalls 


TRADEMARK OF ANDERSEN CORPORATION 


are quickly availabie 
from complete stocks 
of these distributors: 





ALABAMA 
Birmingham Sash & Door Co. 
Birmingham 


FLORIDA 
Huttig Sash & Door Co. 
Jacksonville 


GEORGIA 
Huttig Sash & Door Co. 
Atlanta 


KANSAS 

Rock Island Wholesale Co. 
Wichita 

United Sash & Door Co. 
Wichita 

KENTUCKY 

Huttig Sash & Door Co. 
Louisville 

Weyerhaeuser Distributing Yard 
Louisville 


LOUISIANA 

Davidson Sash & Door Co. 
Alexandria, Lafayette 

and Lake Charles 

New Orleans Sash & Door Co. 
New Orleans 

United Sash & Door Co. 

Baton Rouge 


MARYLAND 
Morgan Millwork Co. 
Baltimore 


MISSOURI 

American Sash & Door Co. 
Kansas City 

Lumbermen’s Supply Co. 
St. Joseph 

Huttig Sash & Door Co. 

St. Louis 

Imse-Schilling Sash & Door Co. 
St. Louis 

Toombs & Co. 

Springfield 


NORTH CAROLINA 
Huttig Sash & Door Co. 
Charlotte 


TENNESSEE 
Huttig Sash & Door Co. 
Knoxville and Nashville 


Memphis Sash & Door Co. 

Memphis 
nacrsen pees 

Davidson Sash & Door Co. 


Austin 


\W\indowalls a 























Roanoke 
Morgan Millwork Co. 


TRADEMARK OF ANDERSEN CORPORATION 


Arlington 





HOME BARBECUE UNIT designed 
for both interior and exterior barbe- 
cue pits is offered by Master Metal- 
craft, Dept. SBS, 1400 Industrial 
Road, San Carlos, Calif. The Aristo- 
crat 400 can be slipped or dropped 
into a masonry opening, and requires 
no tools or time-consuming installa- 
tion. A knob controls fire-box eleva- 
tion. 

Write P240 on reply card, page 52. 


REINFORCED CORNER BEAD is 
said to reinforce and improve the 
keying of plaster at extreme corners 
in all types of buildings. Perforated 
stiffening ribs in the outer portions 
of the expanded metal wings are 
ideal for nailing the bead to under- 
lying masonry or wood. Double-Ex 
comes in lengths of 7’ to 12’, in 26- 
gauge zinc-coated steel. Wheeling 
Corrugating Co., Dept. SBS, Wheel- 
ing, W. Va. 

Write P241 on reply card, page 52. 


FINGER - JOINTER ASSEMBLY, 
ealled the Scotsman model S, is 
offered by the Fenton Manufac- 
turing Co., Dept. SBS, Box 4065, 
Tulsa, Okla. The assembly consists 
of two finger jointers, two convey- 
ors, an assembly machine, and a 
glue spreader. It is completely hy- 
draulic, with electric saw motor. 
Write P242 on reply card, page 52. 


GENERATORS have such special 
built-in features as RPM meters, 
automatic spark advance and ball 
bearings, extra plug-in receptacles, 
and built-in electric starter. The new 
line is introduced by Pacific Mer- 
cury, Dept. SBS, 14052 Burbank 
Boulevard, Van Nuys, Calif. 

Write P243 on reply card, page 52. 


GLOVE SELECTING AIDS for in- 
dustrial glove users are offered by 
the Pioneer Rubber Co., Dept. SBS, 
296 Tiffin Road, Willard, Ohio. A 
fully illustrated and indexed chart 
and a glove selector check list give 
all pertinent information necessary 
for selecting the right glove for a 
particular job. 

Write P244 on reply card, page 52. 


CONCRETE DRILLING MACHINE 
reportedly can drill holes up to 14” 
in diameter through reinforced con- 
crete at the rate of 4” per minute. 
The high-speed Mole Model V is 
completely portable. Molco Drilling 
Machines, Inc., Dept. SBS, 110 20th 
Street, N. W., Washington, D. C. 
Write P245 on reply card, page 52. 


BUILT-IN RADIO is only 2%” deep 
and easily installed in any room in 
the house. The Acopian Radio Built- 
In features a simply sfyled, 8%” x 
8%” faceplate in stainless steel, 





copper, brass, or 16 decorator colors. 
Full-range reception is provided by 
the omni-directional antenna. Aco- 
pian Technical Co., Dept. SBS, One 
Shimer’ Boulevard, Phillipsburg, 
N. J. 

Write P246 on reply card, page 52. 


FLOODLIGHT-OUTLET uses either 
PAR-38 or R-40 sealed beam lamps 
and includes a duplex outlet for 
electrical tools or appliances. The 
aluminum Spike-Lite is completely 
weatherproof. It comes boxed with 
hardware and 25’ of rubber-covered 
cord and plug. Perfect-Line Manu- 
facturing Corp., Dept. SBS, Old 
Country Road & RR Avenue, Hicks- 
ville, Long Island, N. Y. 

Write P247 on reply card, page 52. 





THE CABINETS 
WITH THE 
BUILT-IN 
SALES TALK! 


KITCH ae 
CABINETS 


FRAME 
CONSTRUCTION 


No face nailing. Rails 
25/32” solid beech. Rails 
doweled and glued. 
Cabinet ends are tongue 
and rails are grooved. %4” 
overhang on front frame. 


Select Red Birch 
Two Weeks Delivery 
Competitively Priced 


Select red birch face. Solid construction 
with warp-resistant, chip-core 11.” 
lumber band %” thick—%” lip. 


DRAWER 
CABINETS 


Top drawer divided for 
silver in drawer cabinets. 
3rd drawer in 15” and 
18” cabinets is metal 
bread drawer— 
Standard equipment. 


KITCHEN KOMPACT, INC. 


1301 West Main St., Louisville 3, Kentucky * 
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PLANT- interior 


SUPERMARKET-—exterior 


the versatile building material of a 1001 uses! 


Low cost, a permanence approaching that of stone, easy 
workability, and a 1001 uses—you offer your prospects 
all these with ‘K&M” Decorative Panels. 

Eye-appeal « “K&M” Decorative Panels create long, 
clean lines in walls and decorative details. Modern pat- 
terns and warm texture offer excellent contrast in light 
and shadows. 

Long, maintenance-free life * ‘“K&M”’ Decorative Panels 
resist weather and fire. Won’t rot or corrode. They’re 
vermin-proof. Made of asbestos fibers and portland 
cement. 

Easy to work « You can cut, drill, and shape the 4’ x 8’x 
14” sheets with ordinary tools. They take paint easily. 
Usability « Ideal indoors or outdoors—for partitions, 
walls, facades, and siding. 


SOUTHERN BUILDING SUPPLIES for JUNE, 1958 





STORE-—exterior 


Write to us today for more information on your biggest 
new profit-maker—‘K&M” Decorative Panels. 


Other top-quality “K&M” building products: Asbestos- 
Cement Roofing and Siding, Asphalt Roofing. Insulpanel, 
Insulution Board, Fibreboard Ceiling and Wall Panels, 
and Asbestos-Cement Building Sewer Pipe. 


BEST IN ASBESTOS 


KEASBEY & MATTISON 


COMPANY +© AMBLER « PENNSYLVANIA 
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DEALER NEWS 





VIRGINIA 


COVINGTON: Construction has 
begun here on the new layout of 
C. B. Nettleton, Inc., planned to be 
one of the nation’s most modern 
lumber yards and building mate- 
rials centers. Completion of the pro- 
ject is scheduled for the fall. The 
firm is headed by Mrs. C. B. Nettle- 
ton as president. Miss Carolyn Net- 








Quality Leaders in 
Gash Hardware for 


over 60 years ! 


For more than half a century the Grand 
Rapids Hardware Company has set the 


tleton is secretary-treasurer and 
active general manager. Mrs. Allen 
S. Chase is vice-president. 


MISSISSIPPI 


PICAYUNE: J. W. Manning is the 
new manager of the Crosby Store’s 
Building Materials Department. He 
has been employed by Crosby For- 


standards by which all quality sash hardware 
is judged. A continuous research and devel- 
opment program has resulted in many new 
and basic advancements in operative hard- 
ware and weatherstripping for all types of 
residential windows. In the future, as in the 
past, you can look to Grand Rapids Hard- 
ware Company, the pioneer, for sash hard- 
ware at its very best . . . plus service second 
to none. Write for fully illustrated catalog 


today. 


America's only Complete Line of 
Residential Window Operative 
Hardware and Weatherstripping | 


FOR DOUBLE HUNG SASH 


Removable window operative hard- 
ware, combination balance and 
weatherstrip, “Invizible’’ balances, 
clockspring balances, locks, pulls, 
weatherstrip, sash anchors. 





FOR CASEMENT SASH 
Hinges, gears and pushbar 
operators, locks, weather- 


FOR HORIZONTAL SLID- 
ING SASH: Sliders for ‘re- 
movable sash, weather- 


FOR AWNING SASH 
Hinges, gear and pushbar 
operators and locks. 


strip. strip, locks and pulls. 


GRAND RAPIDS HARDWARE CO. 


560— 11th STREET 
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GRAND RAPIDS 2, MICH. 


est Products since 1927. He former- 
ly was foreman at the planing mill. 


JACKSON: Joel G. King has been 
appointed general manager of the 
Bailey Lumber Co. here. Woodrow 
W. Bailey is president of the com- 
pany and co-owner with his brother, 
H. C. Bailey. 


CHARTERS OF INCORPORA- 
TION: The Builders Concrete Co., 
Inc., Jackson; Concrete Products of 
Greenwood, Inc., Greenwood. 


NORTH CAROLINA 


GOLDSBORO: The A. T. Griffin 
Manufacturing Co., organized in 
1905 by the late A. T. Griffin Sr., 
will cease operations July 1. All 
stock is being liquidated, it was an- 
nounced by A. T. Griffin Jr., presi- 
dent and general manager. 


GREENSBORO: Cecil Garrett has 
been named manager of Lowe’s 
branch here. Garrett formerly trav- 
eled eastern North Carolina as sales 
promotion manager of the Caskie 
Paper Co. of Charlotte. 


CHARTER OF INCORPORA- 
TION: The Jones Lumber Co., 
Elizabeth City. Incorporators are 
J. W. Jones Sr., Lula W. Jones, and 
J. W. Jones Jr. 


KANSAS 


NEWTON: Mr. and Mrs. Richard 
E. Bird of Wichita have bought the 
Houston-Doughty Lumber Co. here. 
Mrs. Bird is the former Pauline 
Houston, daughter of S. J. Houston, 
one of the founders of the firm. 
Bird is the new president and gen- 
eral manager of the company, which 
will be called the Houston-Doughty 
Big Six yard. He also operates the 
Big Six Lumber Co. of Wichita. 


TOWANDA: James Sims is the 
manager of the Comley Lumber 
Yard. He was formerly employed by 
the Clark Lumber Co. of Hutchin- 
son. 


TOPEKA: The Whelan Lumber 
Co. celebrated the opening of its 
Highland Crest branch store with 
a four-day grand opening. The new 
store has a 40’ x 60’ floor display 
area. 


OTTAWA: Earl Schmanke and 
Bill Coons have purchased the Hub- 
bard Lumber Co. Both men were 
formerly associated with the Nuz- 
man Lumber Co. 


COFFEYVILLE: Oliver L. Crutch- 
field of Floresville, Tex., is now 
a partner with his brother, Charles 
R. Crutchfield, in the C & C Lumber 
Co. here. A former Coffeyville resi- 
dent, Crutchfield had served as 
manager of the Wilson County Lum- 
ber Co. in Floresville since 1952. 
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She'll love a Long-Bell 
Natural-Wood Kitchen. 


Long-Bell Natural-Wood Kitchen Cabinets give 
every woman who is planning a kitchen a 
combination of attractive features. A natural, 
lasting beauty that exudes a warm and gracious 
air, top styling that doesn’t sacrifice efficiency, 
plus easy installation. 








Long-Bell Natural-Wood Kitchen Cabinets are 
available in units adaptable to any size kitchen... 
ready to install or knocked down. Manufactured 
from either Birch or Rift grain Fir. 


Write today to - Factory Sales Department, 
Longview, Wash. - for brochure on L-B Kitchen 
Cabinets. 


INTERNATIONAL PAPER COMPANY 


Ionc-ReLL 


Diviston 
Kansas City, Mo. Longview, Wash. 


Long-Bell Natural-Wood: To last the lifetime of the home. 
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Powerful ammunition to make your selling job easy for Barclay plasticoated panels in modern streamline, luxurious wood grains, 
decorator solid-tones, attractive tile patterns. Four-color ads bang away at your consumer customers. Full page ads pre-sell architects, 
contractors, decorators, builders...more of your customers. Hard-hitting mat ads tell the Barclay story the way you want it to be told 
... window streamers that pull in customers...self-selling store displays...eye-catching decals... fascinating, informative 





MAKE YOUR HOUSE 
“A HOUSE OF IDEAS!” 
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counter booklets. And the new material for Barclite reinforced fiberglass panels has more power than ever—really sells on sight! With 
this booming double-barrel program, we load your guns with the best selling ammunition in the business! Each piece hits the target, 
your customers, showing them why Barclay and Barclite are the outstanding panels for any installation! Be the top gun in your area... 
load up with Barclay ammunition. Call or write your local Barclay and Barclite distributor for free samples and all this free material. 


(gle. die 
. : . + G teed by 
Newspaper ads m Window streamers @ Displays = Decals m 4-color Brochures = Magazine ads and more! Good Housekeeping 


BARCLAY MANUFACTURING COMPANY, INC. /BARCLITE CORPORATION OF AMERICA 
Dept. SB6, Barclay Building, N. Y. 51, N. Y 
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MISSOURI 


CHARTER OF INCORPORA- 
TION: The Highland Lumber Co., 
Carthage, general lumber and tim- 
ber business. W. C. Putnan, J. C. 
Putnan, and G. E. Hemphill are the 
incorporators of the Carthage firm. 


FLORISSANT: The Airport Lum- 
ber and Hardware Co. has opened 
its new yard in this St. Louis suburb. 
The $125,000 combination lumber 
and hardware store features a com- 
plete home improvement center and 
a lawn and garden care center. 
Drive-in service permits customers 
to drive into the lumber warehouse, 








pick up their purchases, and drive 
out. The store and warehouse enclose 
10,000 square feet of space. Ferd 
Payeur is manager of the company. 


KENTUCKY 


GREENVILLE: The Malone Lum- 
ber Co. warehouse burned, destroy- 
ing the building and all its contents. 
Joe Noffsinger, owner, estimated 
damage at $75,000. The loss was 
partially covered by insurance. 


WINCHESTER: Gillum Scobee 


and Claude T. Elkin, partners in 
the Scobee-Elkin Lumber Co., have 





Sell these buildings COMPLETE 


FACTORIES 
WAREHOUSES 


LUMBER 


SCHOOLS 
CHURCHES 


FARM 
BUILDINGS 


STORES 
OFFICES 


eg tied aS 


Steet Span 


FRAMES 








Sell the complete building . . . and make all the profit! Rigid Steel 
Span Frames . . . plus siding, roofing, hardware, doors and windows 
ALL FROM YOUR STOCK! Cuckler Steel Span Buildings are 
attractive, economical, provide 100% usable floor space, wall to 
wall, and roof to floor. Steel Span Frames are precision-fitted at 
the factory, easily bolted on the job. Thousands of Cuckler Steel 
Span Buildings are now in use — get your share of this booming 
building market! Ask about the Cuckler Profit-Building Plan today. 
Write Cuckler Manufacturing Company, Dept. SB-12, Monticello, 
Iowa. Sales Offices: Memphis, Tenn. 


SOLD EXCLUSIVELY 
THROUGH 

LUMBER AND BUILDING 
MATERIALS DEALERS 





oo SPANS THE WCOUNTRY 
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sold the firm to W. Leon Gibson, 
former president of the Home Lum- 
ber Co. The new name of the firm 
is the Gibson Lumber Co. W. W. 
Reeves of Hazard succeeded Gibson 
as president of the Home Lumber 
Co. George Morton is vice-president 
and manager of the Home firm’s 
six plants. 


ARKANSAS 


HEBER SPRINGS: J. L. Mullens 
and son, J. L. Mullens Jr., have 
purchased the O. B. Logan and Sons 
Lumber Co. here. The Logan firm 
was established in 1947, 


ALABAMA 


SELMA: Open house festivities 
May 2-3 marked the formal opening 
of the Eugene Rush Building & Sup- 
ply Co. and the Home Owners’ 
Shopping Center. Rush will handle 
the building supply and contracting 
business, while co-owner Lorenzo 
Johnson Jr. will operate the store 
enterprise. 


BIRMINGHAM: Wood’s Swim- 
ming Pool Center here displays a 
model pool and outdoor accessories 
in a landscaped area. The firm offers 
budget-priced swimming pools and 
a 36-month financing plan. 


TEXAS 


GALVESTON: The West End 
Lumber & Supply Co. recently 
celebrated its new store with a 
three-day open house. The building 
has a downstairs super-market type 
sales area of 4,200 square feet. The 
upstairs includes a public meeting 
room, a home planning center, two 
display kitchens, and a customers’ 
lounge. Doc Swiff and Harry I. 
Swiff are owners of the firm. Carl 
Schreier Jr. is manager. 


FLOUR BLUFF: The Selby-Lank- 
ford Lumber Co. recently celebrated 
its yard’s opening here with an open 
house. Mack Smith is manager of 
the yard. 


TEMPLE: D. G. McNair has been 
named vice-president and general 
manager of the Temple Lumber Co. 
Division. 

MATHIS: Roland and Hugo Eng- 
ler, local building contractors, have 
purchased the Grant Lumber Co. 
here. 


DALLAS: Joseph L. Higginboth- 
am, vice-president of the Higgin- 
botham-Bartlett Co., has been elected 
to the board of directors of the 
Gulf Insurance Co. . . . The Simms- 
Moore Lumber Co. has opened a 
new retail lumber and homebuilders 
supply branch here. William Bell 
is manager. 
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Mad eee 


papi 


Mm WOOD SCREWS 
FLAT 
HEAD 
STEEL 


GROSS 





Famous “EZ to C LABELS 
SAVE YOU TIME, CREATE SALES: 


Let Southern Screw’s copyrighted package 

identification system work for you three ways: 

Keyed color on label 

Keyed silhouette on label 

Keyed border design on label 

Strong, colorful Southern boxes dress up 

ge; Saaeiae attract customers attention. . MACHINE 

tock this full Southern Screw line — SCREWS 
the fasteners advertised in popular 
consumer workshop magazines. 


SOLD THROUGH LEADING 
WHOLESALE DISTRIBUTORS 


P CARRIAGE BOLTS 
ROLLED 
_ THREAD 


WOOD SCREWS Ot WAREHOUSES: 
STOVE BOLTS 3 

® YORK 
MACHINE SCREWS & NUTS « NEW z 
SHEET METAL SCREWS SCREW COMPANY CHICAG 


CARRIAGE BOLTS STATESVILLE * NORTH CAROLINA DALLAS 
WOOD DRIVE SCREWS LOS ANGELES 
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WEST VIRGINIA 


WEIRTON: James Basil of Fol- 
lansbee has been named manager 
of the Cove Valley Lumber Co. He 
has been associated with the Scott 
Lumber Co. for the past seven years. 
He succeeds Frank J. Vilga, who 
has accepted a position with the 
Clem Lumber and Distributing Co., 
Cincinnati, Ohio. 


CHARLESTON: A total of 26 
building supply and other dealers 
here pledged an estimated $25,000 
worth of free materials for the con- 
struction of bathhouses for Charles- 
ton’s two new municipal swimming 


Another good reason why it pays to be a | Dickey) Dealer 


pools. Supply dealers that have 
pledged aid are: Kanawha Block 
Co., Charleston Lumber Co., North 
Charleston Lumber Co., Amstan 
Supply Co., the Crane Co., Capitol 
Light Co., Goldfarb Electric Co., Vir- 
ginian Electric Co., Charleston Elec- 
tric Co., Charleston Hardware Co., 
Criss and Shaver, Pfaff and Smith, 
W. Va. Brick Co., Charleston Clay 
Products, Radford Paint Co., Spence 
Paint Co., McNeil Fence Co., Gen- 
eral Glass Co., W. Va. Black Rock, 
Standard Asphalt, Anderson’s, Inc., 
Persinger, Inc., Ray Wheeler, the 
Sherwood Block Co., and the V. N. 
Construction Co. 


Dependability and economy 
with the new Dickey Coupling... 


Home owners get long-life sewers with watertight, 
root-resistant joints when you supply Dickey Perma- 
Line* Clay Pipe with the new Dickey Coupling. Un- 
skilled labor can install completely watertight joints 
in less than a minute—even in muddy trenches or 
under water. And, the new Dickey Coupling is immune 
to acids. Outside storage is no problem either. Severe 
weather or ground conditions won't affect the Dickey 
Coupling. Above the ground or in the trench, it re- 
mains flexible. More good reasons why it pays to be 


a Dickey Dealer. 


*Registered trade mark 


Providing improved sanitation for better living 


sanitary 
ICKEY :::-- 
clay pipe 


Ww. S. DICKEY CLAY MFG. CO. 


Birmingham, Ala. 
St. Louis, Mo. 


Chattanooga, Tenn, Kansas City, Mo. Meridian, Miss, 
San Antonio, Tex. Texarkana, Tex.-Ark. 


If it's made of clay it's good...if it's made by Dickey it's better 
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LOUISIANA 


ALEXANDRIA: The Pineville 
Lumber Co. has opened here on the 
old Marksville Road. C. L. Walker 
is the owner and operator. 


NEW ORLEANS: Edward Botsay 
is now affiliated with the Stone 
Lumber Co. 


CHARTERS OF INCORPORA- 
TION: Gulf Lumber Co., Inc., La- 
fayette; Standard Tile and Concrete 
Co., Inc., Houma; Weaver Westside 
Concrete, Inc., New Orleans. 


GEORGIA 


TOCCOA: The Martin Lumber 
Co., headed by Wallace Martin, re- 
cently held “open house” in its new 
store and warehouse here. The store 
has a wide show-case front with 
plenty of parking space. The Martin 
firm has built many homes here 
in recent years. 


TENNESSEE 


KNOXVILLE: Clifford Sexton, 
vice-president of City Lumber Co., 
has been installed as the new presi- 
dent of the Knoxville Builders Ex- 
change. He succeeds John Callaway. 


Brooks Robinson Heads 
Vermiculite Institute 


New president of the Vermicu- 
lite Institute is J. Brooks Robin- 
son, vice-president of Robinson 
Insulation Co., Great Falls, Mont. 
He was elected at the recent an- 
nual meeting in Chandler, Ariz. 

Two new directors are Shelton 
W. Greer, president of Vermicu- 
lite Products, Inc., Houston, Tex.; 
and L. G. McDiarmaid, president 
of Insulation Industries (Canada) 
Ltd., Vancouver, B. C. 

The twonew companies admitted 
into the membership of the in- 
stitute are Alabama Vermiculite 
Corp. of Atlanta, Ga.; and Ari- 
Zonolite Co., Glendale, Ariz. 





OBITUARIES 





RUSSELL RICHARDSON, 66. Man- 
ager of a lumber yard in Big Spring, 
Tex. 

ARTHUR WEBB ALLISON, 75. 
Owner of the A. W. Allison Lumber 
Co., Charleston, S. C. 
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Expanding again to meet 
bigger 1958 sales demands 
for i-XL Kitchen Cabinets 
























































Qu HE two-story, 


100,000 sq. ft. factory and warehouse, 


From coast to coast in trading areas of 
every size*, distributors are joining America’s 
fastest-growing quality Kitchen Cabinet producer 


Building the best inevitably means building bigger . . . and that’s why 
I-XL has taken another giant-step in adding a two-story, 100,0Q0 sq. ft. 
factory and warehouse on a six acre plot to its modern cabinet 

factory in Goshen, Indiana. I-XL’s unusual hardwood finishes, superior 
construction throughout, and extraordinary service have made them 


first in Kitchen Cabinets from coast to coast. 


Distributors of 1-XL find limitless sales & profits in trading areas of every size...ranging from small 
towns of 25,000 to cities with more than a million. You'll find outstanding distributors like... 





Population 
Consumer Kitchen & Appl. Center 
2402 N. Broadway, Muncie, Indiana 
Major Appliance Distributors 
Fish Building Supply 
Madison, Wisconsin 
Building Supply Distributors 
D'Elia Distributors, Inc. 
1330 Fairfield Ave., Bridgeport, Conn. 
Major Appliance Distributors 
Singer Lumber Co. 
4900 Washington Ave., New Orleans, La. 500,000 to 750,000 
Building Material Supplies 


25,000 to 50,000 


50,000 to 100,000 


100,000 to 500,000 


A few distributorships are sfill 


oRAcli Colo) icMiameaslelia-MicelellaleMela-t1; 
Name 





Population 
Northeastern Distributors, Inc. 
Cambridge and Boston, Mass. 
Major Appliance Distributors 
Ahrens & McCarron, Inc. 
4621 Beck Ave., St. Louis, Missouri 
Wholesale Plumbing Supplies 
Weiss & Besserman Co., Inc. 
41 East 42nd St., New York, N.Y. 
Major Appliance Distributors 
The Sampson Co. 
2244 S. Western Ave., Chicago, Illinois 2,000,000 or more 
Major Appliance Distributors 


750,000 to 2,000,000 


750,000 to 2,000,000 


2,000,000 or more 


See double page spread May 10th issue Saturday Evening Post 


I-XL Furniture Co., Inc. 
620 N. Michigan Ave., Chicago 11, Illinois 





lf you are interested in adding a 
profitable line to your business 


fill out the coupon at right 


Address 


City. State. 





Please furnish area covered and type of business 
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HELPFUL LITERATURE 





PAINTING POINTERS. “Pol-mer-ik 
Painting Pointers” is a pocket-sized 
booklet of painting information, in- 
cluding the when, why, and how of 
color combinations, how to estimate 
labor and material costs, covering 
power of certain paints, recommend- 
ed finishes for various woods, and 
over 300 painting terms. Painting 
Contractors Service Bureau, Dept. 
SBS, Archer-Danels-Midland Co., 
P. O. Box 839, Minneapolis 40, Minn. 


ASPHALT SIDING. The Commer- 
cial Standard CS216-58 covers mini- 
mum requirements and tests for 
asphalt insulating siding to be used 
in building construction. It provides 
definitions, labeling, installation re- 
quirements, and a means of declar- 
ing compliance with the standard. 
Copy cost is 10 cents. Superintend- 
ent of Documents, U. S. Government 
Printing Office, Dept. SBS, Wash- 
ington 25, D. C. 
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SLIDING DOOR WITH 
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INTERIOR 








5e’ INSULATED GLAZING 


BRITT’S competitively priced sliding glass door alone has frame and 
vents that accommodate both types of glazing—a feature so important 
where winters are severe, or air conditioning used. 

Here is the glass door that is specified with the assurance of no 
complaints of water coming in around the door. The sill design has been 
proved in hundreds of installations in the Southwest where the rainfall 
was more than 20 inches during a 4-month test period. 

Here are other design features of the Britt Sliding Glass Door that 
will bring you increased sales, and complete customer satisfaction: 


@ Sliding vent to the outside; the fixed vent to the inside. 

@ Wool pile weather stripping is on interior side of sliding vent 
so as wind blows harder, the weather stripping seals tighter. 

@ Glass is set in curtain wall tape; glazing bead is of extruded 


aluminum. 


@ Fixed vent is an integral part of the door frame. 


The BRITT Door is “face” mounted in rough opening using 
brick veneer or frame fins. 
@ We use our own trucks for fast, damage-free delivery. 


BRIE'T sume DOOR CORP. 


P. O. BOX 6735 ®@ 
2501 WROXTON RD. 
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TELEPHONE JAckson 9-2681 


° HOUSTON 5, TEXAS 





GARDEN LANDSCAPING. “Garden 
Redwood Ideas from California” is 
a 16-page booklet showing color 
photographs of numerous California 
garden designs. Information on con- 
struction details and finish systems 
of redwood is included. Service 
Library, California Redwood Assn., 
Dept. SBS, 576 Sacramento Street, 
San Francisco 11, Calif. 


NATURAL STONE. Descriptive bro- 
chures show the beauty of natural 
stone as a basic building material. 
Technical bulletins give specifica- 
tions, cost, recommended uses, and 
details on Lenroc panelwall stone 
facing, sawed-bed ashlar veneer, 
seam face stone, flagstone, ‘ and 
mosaic rubble. Finger Lakes Stone 
Co., Inc., Dept. SBS, 903 Hanshaw 
Road, Ithaca, N. Y. 


LUMBER GRADES. “Grade Stamp 
Manual” is an eight-page booklet 
on the official grade, trade, and spe- 
cies marks on Western Pine region 
lumber. Typical examples of grade 
stamp marks, species, grade, pro- 
ducing mill number and Western 
Pine seal are shown, along with 
trade-mark symbols for each of the 
10 species. Western Pine Assn., 
Dept. SBS, 510 Yeon Building, 
Portland 4, Ore. 


GREENHOUSE CONSTRUCTION. 
Use of fiber-glass reinforced plastic 
panels in greenhouse construction 
is covered in a folder developed 
by Filon Plastics Corp., Dept. SBS, 
125 Lomita Street, El Segundo, Calif. 
The folder includes photographs of 
typical installations, diagrams and 
charts of construction details, and 
specification data. 


KITCHEN CABINETS. A Specifica- 
tions File Folder illustrates and de- 
scribes the complete line of Nevamar 
kitchen cabinets. The reference fold- 
er includes specifications on wall 
cabinets, base cabinets, hardware 
and accessories. Nevamar Carefree 
Kitchens, Dept. SBS, Odenton, Md. 


CABINET WORK BENCHES. Equip- 
togram No. 204A is a free catalog 
featuring a new series of 104 cabi- 
net work benches, The steel benches 
are available in a variety of styles, 
sizes, and finishes. Equipto, Dept. 
SBS, Aurora, III. 


METAL LADDERS in more than 100 
sizes and lengths, and 14 different 
types are listed with prices in a four- 
page folder. Planks, platforms, scaf- 
folding, and accessories are includ- 
ed. White Metal Rolling & Stamping 
Corp., Dept. SBS, 443 4th Avenue, 
New York 16, N. Y. 


SEWER PIPE COUPLING. A four- 
page folder shows the function of 
the Fluid-Tite gasket in K & M’s 
asbestos-cement sewer pipe coupling. 
Diagrams illustrate the coupling’s 
resistance to infiltration. Keasbey & 
Mattison Co., Dept. SBS, Ambler, Pa. 
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“ALENCO 300” aluminum double-hung windows, as illustrated here, are 
well suited to light commercial work as well as residential. Dependable 
SPIREX sash balances are standard equipment in all “ALENCO 300” units. 


“We had to have a quality balance for 
our ALENCO ‘300’ window” ° ¢ « FORD ALBRITTON 


“The selection of balances for our Alenco 
‘300’ unit was given top planning priority by 
our engineers. After all, it takes a good bal- 
ance to make a good window, and we were 
planning a good window. We took no chances 
and thoroughly checked out the leading 
makers of spiral balances. Caldwell’s Spirex 
was our choice. That was four years ago. 
Today, with thousands of Spirex-equipped 
Alenco ‘800’ windows in use, we know for 
sure that we made a wise decision. Our 


Alenco ‘300’ sales have been built on quality 
and we intend to keep it that way.” 


Ford D. Albritton, Jr., President 
Albritton Engineering Corp., Bryan, Texas 


The new Spirex balance is even better than 

ever before. The graduated twist of the spiral 
rod provides constant lifting and holding power 
all the way up and down. A more responsive 
flat coil actuating spring reduces inertia, 

and a new nylon drive bearing eliminates 
friction and all noise. The result is the spiral 
sash balance that makes a good window better. 


For additional information on the new Spirex call your Caldwell 
representative or contact the factory: Caldwell Manufacturing 





Company, 63 C 


CALDWELL 


cial Street, Rochester 14, N.Y. 


SPIRAL AND CLOCKSPRING BALANCES 


ROCHESTER, NEW YORK ¢ JACKSON, MISSISSIPPI 


SINCE 188? 
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MANUFACTURER NEWS 





NEW BRITAIN, CONN.: Casimer 
W. Wojack has been named man- 
ager of contract hardware sales, 
Stanley Hardware, division of the 
Stanley Works, Wojack joined the 
company in 1956. A graduate of 
Colgate University, he previously 
worked with P. & F. Corbin. 


HOUSTON, TEX.: Robert G. Mul- 
lins has succeeded Paul E. Mulvehill 


as flooring representative here for 
the Goodyear Tire & Rubber Co., 
films and flooring division. Mullins, 
a graduate of Indiana University, 
joined the company in 1957. 


NEW YORK, N. Y.: The produc- 
tion and distribution of Munchhau- 
sen soundproof doors by the United 
States Plywood Corp. was announced 
by Norbert Schumaker, manager of 





HOMASB OT E 


Now roof with 


First 


8’ x 8' ‘shingles’ 
WITH THE HAGERMAN “88” METHOD 
AND 8’ x 8‘ WEATHERPROOF HOMASOTE PANELS — 





YOU ARE DOLLARS AND HOURS AHEAD 
(ONLY 2/4 LABOR-HOUR PER SQUARE) 


Consider the above building—planned to be about 60’ long and 
40’ wide. The Hagerman ‘88’’ Specifications Sheet shows that 
the nearest economical length is 64’—the width 40’ at the eaves 
—the pitch 5”. The rafters should be 2 x 10's if 24” o.c. 


The Hagerman ‘88’ Tables then show that 48 panels of 


Homasote, each 8’ x 8’, make the complete roof. 


These 48 panels of Homasote are applied in a “diamond” 
pattern. Rafters are strapped 16” o.c. Some of the panels are 
cut in two diagonally (at the eaves, sides and ridge) —all accord- 
ing to specifications supplied. Succeeding rows of panels over- 
lap 54%”, fully weather-tight. Weatherproof Homasote requires 
no further finishing of either the surface or the joints 


(although for appearance painting is desirable). 


Hagerman ‘88’ roofs are in use on all types of warehouses, 





EASI-BILD* PATTERNS offer 
the dealer big profit possi- 
bilities from a minimum in- 
vestment. Each pattern you 
sell contains complete bill 
of materials—which you also 
sell. The average selling 
price of a pattern is 77¢ and 
sells for you $140.35 of ma- 
terials you already stock. 
Sell only 3 patterns a day 
for 300 days—you have new 
profits of $31,824 a year. Get 
the full details from your 
Jobber or Homasote Repre- 
sentative. 


*T.M. Reg. Easi-Bild Pattern Company 


erccssers i wa: 


the door and partition division. The 
Munchhausen soundproofing method 
will be incorporated on order into 
U. S. Plywood’s Weldwood movable 
partitions, The doors will be manu- 
factured at the company’s Algoma, 
Wis., plant. 


NEW YORK, N. Y.: Plans and 
specifications have been approved 
for construction of a modern office 
building of the Libbey-Owens-Ford 
Glass Co. on Madison Avenue here. 
The 14-story building will drama- 
tize the company’s glass products 
throughout its construction. The 
120-foot-square structure will have 
a lobby floor completely enclosed 
in glass and inset from supporting 
pillars. 


CHICAGO, ILL.: Gregory Indus- 
tries, Inc., has announced the acquis- 
ition of the J. D. Polis Manufactur- 
ing Co., manufacturer of Bulldog 
self-drilling expansion anchors and 
other concrete fasteners. The Greg- 
ory subsidiary will be known as 
Polis Manufacturing Co. It will con- 
tinue to produce and market its 
products under the Bulldog trade- 
name. 


DALLAS, TEX.: John P. Legrand 
has been appointed district sales 
manager for the Building Products 
Division of the Sika Chemical Corp. 
here. Legrand’ sold construction spe- 
cialties prior to joining Sika in 1957. 


ATLANTA, GA.: Jim Mansfield 
will represent the McCulloch Corp. 
as chain representative in six South- 
eastern states. From headquarters in 
Atlanta, he will service North Caro- 
lina, South Carolina, Georgia, Flori- 
da, Alabama, and Tennessee. Mans- 
field formerly was Southern chain 
representative for Atkins Saw. 


NILES, OHIO: The Building Prod- 
ucts Division of the American Weld- 
ing and Manufacturing Co. has re- 
organized its enlarged plant here. 
The plant will produce an expanded 
line of steel doors and frames for 
home and commercial application. 
New executive personnel has been 


announced by Dr. I. A. Oehler, ex- 
ecutive vice-president. George E. 
Stalle has been named general man- 
ager. James R. Doran is field sales 
manager. Curtiss Howard is adver- 
tising and sales promotion manager. 


ATLANTA, GA.: Walter G. Har- 


utility buildings, farm buildings, poultry houses — 
wherever fast, cost-conscious structures are needed. 
For garages and other small structures, use 4’ x 4’ 
Homasote panels. Mail the coupon for data on this 
and other Homasote Products—and for your copy of 
the 72-page Homasote Handbook. 


HOMASOTE 


COMPANY 


In U. S., kindly address 
Trenton 3, New Jersey. sefour \ 

4 CATA im 
ta Canada: Toronto, Ont.—P.0. m 
Box 35, Station K * Montreal, Sweet 
P.Q.—P.0. Box 20, Station W 














Send the literature and/or specification data checked: 
0 Hagerman “88” O Roof Deckings vard is the newly appointed sales 
© Easi-Bild Patterns O Underlayments representative in south Georgia for 
© Homasote (72-page) Handbook O Soffitsote the Southern States Portland Ce- 
ment Co. He will continue to live 
and headquarter in Tifton, Ga., 
where he was formerly assistant 
manager of the Tifton Block & Tile 
Co. 
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Here’s a Tilt that’s a winner 


NEW WEPCO 


sail 


3-track tilt combination window 


Easily-operated, trouble-free 











push-button latches! 







No metal-to-metal contact... 






complete viny! weather-stripping! 





Completely assembled... pre-punched 
installation holes! 













A beautifully designed self-storing window with 






panel inserts that tilt-in for easier cleaning. 


Extra-rugged aluminum frame... rigid screen 






section. Rattie-proof... fully concealed 








hardware. For blind stop 










or overlap installation. 












<Som ~™ ory 
"Guaranteed by 
Good Housekeeping 


* 
ot 
$F 45 anyenristo 















a T ey ce 







For full details on 
liberal co-op Ad plan and 
merchandising aids... write to: 


WEPCO 


Litchfield, Illinois 
A Division of The Weather-Proof Co. 













stock... sell 
WEPCO... 
more than ever...the 

most complete line 

' of combination 
windows and doors. 




















ki = 


Kangaroo Ouo-Dor Classic Equa-Lite Hi-Lite Fioridian Californian DBuo- Matic 
Screen Door Window 


a * 














Distributed In This Area By: 


Central Warehouse Corporation Sash Door & Glass Corporation 


Richmond, Virginia 





Bristol, Virginia 
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ARE YOUR PLANS 
FOR ORNAMENTAL 
IRON SALES UP IN 
THE AIR? 1 so, we can 


bring you down to earth 
where the real dollars are. 


Most new home plans 
include some type of rail. 


Check these reasons you too, should be 
reaping profits. 
* Year ‘Round Sales 
¢ High Mark-ups 
¢ Free Sales Aids 
No Inventory-Space Problems 


For ‘Do-it-Yourself’ Trade or Your 
Own Installation 


Adjustable! For Level or Stair Installa- 
tions 


No Obligation: 
For prices, dealer information, 
etc., mail coupon today. 


To. ELITE FABRICATORS 


| Dept. E-1-M 

1 Bel Air, Maryland 

1 

1 Gentlemen: Please send me the sales story 
1 on “Adjusto-Ease” Decorative Iron. 

' 


: Name 


Address 
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SILENT SALESMEN 











HOUSE-BUYING HINTS 


“Choosing the Right Home for Your 
Family” gives 64 pages of non-tech- 
nical advice on the selection, design, 
and furnishing of a home to the 
economy-minded home-seeker. 

A checklist gives the prospective 
homebuyer an idea of things to look 
for in a home. The booklet includes 
advice on proper insulation, ventila- 
tion, power needs, noise control, 
windows, doors, and hardware. 

The manual also includes tips on 
interior decoration and the use of 
modern materials and furnishings. 

Contact: Owens-Corning. Fiber- 
glas Corp., Dept. SBS, Toledo 1, 
Ohio. 


ASPHALT MERCHANDISER 


A “visual merchandiser” metal 
counter display rack is one of the 
sales aids developed to promote the 
new Certain-teed “Color-Tuned” line 
of asphalt roofing and siding shin- 
gles. The rack provides color selec- 
tion from product samples. 

The “Color-Tuned” line comprises 
10 new colors created by color sty- 
list and designer, Beatrice West. 
These colors include five pastel 
blends, two dark blends, and three 
solid colors. 

A Home Harmonizer fact-book 
contains color charts and acetate 
overlay pages. Simple instructions 
guide in correct selection of roofing 
and siding colors. 

Certain-teed also offers a 16-mm 
color motion picture film, “An End 
to Color Confusion.” Newspaper ad 
mats, radio announcements, window 
streamers, circulars, and inserts are 
available. 

Contact: Bestwall Certain-teed 
Sales Corp., Dept. SBS, 120 East 
Lancaster Avenue, Ardmore, Pa. 


STEEL-SPRINGS DISPLAYER 


Admiral Spring offers a “Select-A- 
Spring” sales unit which comprises 
a steel display board and a steel 
cabinet. The orange display board 
shows, mounted and numbered, 70 
different springs in expansion, com- 
pression, and torsion types. Spring 
sizes vary from 1” to 9%”. 

The four-drawered steel cabinet 
is compartmented and numbered. 

Contact: Admiral Spring & Man- 
ufacturing Co., Dept. SBS, 799 
Broadway, New York 3, N. Y. 


DOORWARE DISPLAYS 


“Decorator charm” of doorware is 
promoted in two new Russwin dis- 
plays. The P-58 panel displays five 
knobs and escutcheons, and a small 
rack which dispenses literature. The 
blond wood-grained hardboard pan- 
el can be wall-mounted or set up 
on a counter top. 

The G-8 counter display is a 
miniature gate. Colored in red, 
black, and white, it is available 
with any knob and escutcheon com- 
bination. 

Contact: Russell and Erwin Divi- 
sion, Dept. SBS, New Britain, Conn. 


SOUTHERN BUILDING SUPPLIES for JUNE, 1958 

















METAL WEATHERSTRIPPING 


A two-color folder lists “Seven Good 
Reasons Why You Should Weather- 
strip Your Home.” It explains how 
metal weatherstripping cuts fuel 
costs up to 24 per cent, and it points 
out that by avoiding drafts the home 
will be more healthy and comfort- 
able. 

Contact: Weatherstrip Research 
Institute, Dept. SBS, P. O. Box 128, 
Riverside, Ill. 


LOCK MERCHANDISERS 


Corbin offers three hardware mer- 
chandising ideas: swinging wall dis- 
play panels, a colorful counter dis- 
play, and the Pacesetter island dis- 








play. 


A kit of six display panels of 


residential builders hardware for 
attachment to stock doors is design- 
ed to merchandise hardware and 
doors together. 

The C-200 merchandiser is a dis- 
play of solid brass hardware, fittings 
including hinges, hasps, corner 
braces, and box corners. 

A compact island fixture displays 
almost 80% of the dealers sales re- 
quirements for residential hardware. 

Contact: P. & F. Corbin, Dept 
SBS, New Britain, Conn. 


PACKAGED LUMBER 


The Georgia-Pacific Corp. has de- 
veloped a moisture-proof packaging 
for fir uppers. This packaging is said 
to keep lumber clean from dust and 
finger marks; keep it unmarred by 
shipping and handling; assure top 
grading; allow better inventorying; 
make storage and handling easier; 
control humidity and water damage; 
and prevent darkening of lumber 
with age. 

The ends of each package are 
labeled to show the dimensions of 
the lumber and the number of 
pieces. 

Packaging is made from plasticiz- 
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OLAS, 


sense 


P.O. Box 706 














Installing Maywood Folding Doors makes sound building 
@ They're top quality... expertly turned 
from select Ponderosa Pine, Philippine Mahogany, Tupelo 
Gum or Birch. @ Exclusive features such as Automatic 
Tension hardware fittings mean they'll never stick, never 
sag even if the house settles... yet are easily removable for 
cleaning or refinishing. © Maywood units are available in 
two or four-panel units in five basic designs... come as a 
complete package including all hardware. Their low initial 
cost plus the minimum installation cost add up 
to real savings for the astute builder. 


IY W000, Inc. 
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ed kraft paper. The paper is ex- 
tremely flexible, and its surface is 
said to resist moisture. 

Contact: Georgia-Pacific Corp., 
Dept. 13A-SBS, Equitable Building, 
Portland 4, Ore. 


HAND-TOOL CATALOG 


Stanley Tools’ 48-page catalog in- 
cludes new hand tools and engi- 
neering changes in popular lines. 
The catalog gives valuable pointers 
and shortcuts on tool applications. 

Retailers may order the No. 58 
tool catalog with their imprint on 
the front cover. 

Contact: Stanley Tools, Dept. SBS, 
Advertising Dept., 111 Elm Street, 
New Britain, Conn. 
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Amarillo, Texas 

















21 RETAILERS ATTEND 16TH MATERIAL INSTITUTE AT S.M.U. 


AE 


These 21 men attended the 16th Institute of Building 
Material Distribution at Southern Methodist University in 
Dallas, sponsored by the Lumbermen’s Assn. of Texas. 

Seated at left, from front to back, are: Warren Cooper; 
Hulen Bryan, Cicero Smith Lumber Co., Mangum, Okla.; 
Bob Fletcher, Barns Lumber Co., Dallas; K. H. Kemp, 
Alamo Lumber Co., Pleasanton, Tex.; Herb Bankhead, 
Foxworth-Galbraith Lumber Co., Borger, Tex.; Billy R. 
Rodgers, Bolinger Lumber Co., Plain Dealing, La.; Sam 
Bassett, Sam Bassett Lumber Co., Houston; Andy Ander- 
son, Anderson Supply Co., Pittsburgh, Tex.; Raymond 
Higgins and Pat Knox, Currell Lumber Co., Broken Arrow, 
Okla.; and Frank Bergman. 


we eee 


At right, from back to front, are: Vernon I. Parsons, 
Parsons Lumber Co., Hugoton, Kan.; Charles N. White, 
Hyde Bros. Lumber Co., Clarksdale, Miss.; Hilbert Nagel, 
Riddell & Krueger Lumber Co., Victoria, Tex.; Carl White, 
Clifford White Lumber Co., Chandler, Okla.; Howard 
Slaughter, Lee R. Slaughter Lumber Co., Dallas; Dan Cole- 
man, Zarsky Lumber Co., Inc., Victoria, Tex.; Alton Cox, 
Foxworth-Galbraith Lumber Co., Sherman, Tex.; Charles 
Garner, Fleming Coal & Lumber Co., Cleveland, Miss.; 
Ed Lowe, George V. Stein Lumber Co., Frederick, Okla.; 
and Charles H. Goldsmith, Bernard Lumber Co., New 
Orleans. SMU’s C. H. Shumaker, standing, directed the 
institute. 
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WOOD SIDING — SINKER HEAD CEDAR SHINGLE 
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WOOD SIDING — CASING HEAD 
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ASBESTOS SIDING — PILE-GRIP 


SCREW-GRIP — ROOFING 
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ASBESTOS SIDING — SCREW THREAD 


IN A SIZE AND STYLE FOR EVERY BUILDING NEED... 
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ASTOSTQS, HOING <— FLARE SHANE 


ASBESTOS SHINGLE OR ALUMINUM SIDING : 
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INSULATED SIDING 
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PHIFER ALUMINUM NAILS 


Produced by One of America’s Largest Manufacturers of Aluminum Insect Screening 


PACKED IN * “JOB SIZE” BOXES * 25 AND 50 LB. CARTONS 
ALSO IN “TEMPRITE” 25¢ RETAIL PACKETS 


Phifer Aluminum Nails are made of a specially tempered aluminum 
alloy. They are harder and stiffer, drive straighter. They never streak 
or stain, do not have to be countersunk and puttied. Phifer Alu- 
minum Nails are etched by our own process to make them clean and 
sterile with great holding power. 


PHIFER WIRE PRODUCTS 


BOX 9007 TUSCALOOSA, ALA. 





PHIFER WIRE PRODUCTS 
Box 9007, Tuscaloosa, Ala. 


Send us brochure and price list with specifications on 
Phifer Aluminum Nails by return mail. 


NAME 





ADDRESS 











CLIP AND MAIL COUPON TODAY 
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NRLDA Offers Manual on 
Home Improvement Jobs 


Newest aid for dealers from the 
National Retail Lumber Dealers 
Assn. is the “Home Improvement 
Estimating Manual.” This 32-page 
printed book is a practical guide 
to the subject. 

It includes unit cost tables for 
room additions, garages, closets, 
porches, carports, kitchens, base- 
ments, bathrooms, with plans to 
show elevation and floor details. 
It also includes tables for estimat- 
ing unit cost of hardwood floor, 
asphalt tile, interior and exterior 
paint, linoleum, vinyl tile, ceiling 
tile, gypsum board for wall or 
ceiling, insulation, paneling, re- 
roofing, and re-siding. 

An introductory chapter ex- 
plains the basis for the material 
and labor unit costs. It gives ex- 
amples of making estimates and 
lists special factors to consider. 
A table of FHA Title I loan terms 
aad a job cost form are included. 

NRLDA also offers to its mem- 
bers, through federated associa- 
tions, the NRLDA Complete Esti- 
mating Kit. 















Brick Tests Revised 





A new revision of the “Ameri- 
can Society for Testing Materials 
Standard Methods of Sampling 
and Testing Brick” (ASTM No. 
C67-57) has just been approved 
as American Standard A82.1-1958 
by the American Standards Assn. 

The methods cover procedures 
for the sampling and testing of 
brick for modulus of rupture (flex- 
ure test), compressive strength, 
absorption, saturation coefficient, 
effect of freezing and thawing, 
initial rate of absorption (suction), 
and efflorescence. The 1958 edi- 
tion reflects changes in the pro- 
cedure for drying test specimens 
of half brick used in a 24-hour 
submersion test. 

















What Is Wholesaler? 


(Continued from page 34) 








subject to a wholesaler’s discount 
and sell in large quantities, with- 
out discrimination, under a definite 
sales policy. Sales and deliveries 
from a building material whole- 
saler are not to be to the consumer 
but to be made to retail dealers 
who render a service qualifying 
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the new SHADOW-SLIM 





ONLY 
3. DEEP! 


NO FRONT 
CUT-OUT! 


TOP DIAL 
CONTROLS! 








4-burner 


GAS DROP-IN! 


You don’t need to worry with a front cut- 
out when you install this new Shadow-Slim 
Vernois 4-burner Gas Drop-In unit! Just one 
top cut-out is required and the complete unit 
drops easily in place. 





So thin that it allows drawer space beneath, 
this new drop-in requires a cut-out just 2754” 
x 185%”. 

New Exact-o-Dial Heat Controls are 
located on top of the unit — provide exact, 
true heat at the turn of a dial. 

Available in a choice of 7 beautiful Dec- 
orator Colors to match other Vernois Gas 
Built-In units, including the Broilmaster 
Oven, Griddle and Two and Four Burner 
units with Front Controls. 






DEALERS AND DISTRIBUTORS 


Write today for literature and prices. Some territories 
still open for qualified distributors. 


MT. VERNON FURNACE & MFG. CO. 





For more details on above items, use Coupon on Page 52 


Mt. Vernon - Illinois 


(Builders of Fime Stoves Since 1920 
































































THE ONLY HEAVY DUTY COMPLETELY 
ADJUSTABLE WROUGHT IRON RAILING PRE- 
PACKAGED FOR THE DO-IT-YOURSELF MARKET 


¢ NO MEASURING 
¢ NO DIAGRAMMING 
¢ NO MISFITS 


e SMALL INVENTORY—FAST 
TURNOVER—HIGH PROFITS 


¢ COMPLETE MERCHANDISING 
PROGRAM 


Complete floor display unit and 
merchandising package supplied 
with initial order. Includes dis- 
play cards, literature, planning 
charts, order blanks, instruction 
sheets, and newspaper mats. 
ee ee ee ee ee ee ee ee ee ee 


Versa Products Company 
Lodi 4, Ohio 


Send complete details on Versa Railing to: 


NAME 





FIRM 





ADDRESS 





city 





JOBBER 
a oe a 





NG 
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themselves as retail dealers and 
these dealers purchasing for the 
purpose of resale. 

“The advantages from a whole- 
saler’s service are to allow the 
dealer to purchase in smaller quan- 
tities for prompt delivery and to 
eliminate need of manufacturer’s 
representatives calling on so many 
accounts to sell and promote their 
products. 

“We are all very conscious of the 
fact that the above has been varied 
from so greatly in the past few 
years that the manufacturers, 
wholesalers, and dealers are ex- 
tremely confused. The majority 
feels that some answer must come 
soon in the field of distribution.” 


GENE KLEIN 


Star Lumber Co. 
Amarillo, Texas 


“The building material whole- 
saler is a legitimate, needed facet 
of our business group. A business 
supplying retail dealers with mate- 
rials in quantities needed by the re- 
tail merchant at a price fair to both 
parties. A business that recognizes 
that the retailer is the proper, capa- 
ble outlet to the consumer. A 
wholesaler with these policies has 
a definite place in our economy and 
deserves our fullest encouragement 
and cooperation.” 


RALPH G. CAMPBELL 


President, Lumbermen’s Assn. of Texas 
Johnson-Campbell Lumber Co. 
Fort Worth, Texas 


“Wholesalers carry complete 
stocks. This reduces retailers’ in- 
vestments in inventories, in ware- 
houses to store materials, amount 
of insurance required, amount of 
money lost on damaged and obso- 
lete stock. 

“Wholesalers will deliver direct 
to the job and save delivery costs. 

“Their salesmen will help small 
retailers sell specialty jobs where 
retailers’ salesman might not know 
about the material. They will also 
help train salesmen to sell new 
products and they will supply sales 
aids. 

“They 
plaints. 

“They are alert to new products 
and will test the market for them 
in the retailers’ area. 

“Financing. A wholesaler, know- 
ing the retailers’ problems, will 
often extend them special terms. 
Some large retailers of today got 
their start because some whole- 
salers had faith in their ability and 


will help service com- 





In the long run 


it’s Hobbs Wall 
Redwood 


Hobbs Wall Redwood brings 
them back for more. There’s 93 
years of milling, grading and 
shipping experience behind that 


quality. 


For the name of your nearest 
wholesaler or commission man, 


write or wire us now. 


HOBBS WALL 
LUMBER CO. 
sie 


Hobbs Wall Building, 
2030 Union St., San Francisco 
Fillmore 6-6000 « Teletype SF-761 


Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 
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were willing to extend special 
terms.” 





FRED E. BISSELL JR. 


Vice-President, Carr, Adams & Collier 
Dubuque, Iowa 






“A wholesaler, whether he be 
independent or part of a manu- 
facturer’s organization, cooperates 
closely with the manufacturer in 
the most efficient possible distribu- 
tion of product to the retail outlet, 
or to those who incorporate the 
product in the finished structure. 
To secure maximum efficiency, he 
handles standardized (preferably 
brand-name) products, backed by 
merchandising programs and sales 
training aids, which he uses educa- 
tionally, to build his retailer’s vol- 
ume to a maximum. 

“The wholesaler of building ma- 
terials is as necessary to the build- 
ing industry as the supply depot is 
to the military world, and he per- 
forms a somewhat similar func- 
tion.” 
















JIM WISEMAN 


President, Wood-Freeman Lumber Co. 
Searcy, Arkansas 





“A wholesaler is an important, 
essential, and indispensable link in 
the chain of distribution of building 
materials between the manufac- 
turer and the dealer. 

(1) A wholesaler should sup- 
ply the dealer with an attractive, 
current, and complete catalogue, 
containing descriptive material and 
price list of building materials he 
stocks. The prices should show a 
list or suggested retail price as well 
as the cost to the dealer. 

(2) He should make a definite 
and determined attempt to keep an 
adequate stock on hand at all times 
of the materials shown in his cata- 
logue. 

(3) The wholesaler should see 
that his salesmen are well-trained 
in product knowledge and are both 
capable and willing to conduct 
dealer, contractor and consumer 
meetings for the dealer. 

(4) The wholesaler should give 
authority, unless prevented by 
manufacturer, to his salesmen to 
make immediate adjustment on 
price or defective material with 
minimum “red tape” or delay. 

(5) A good wholesaler prefers 
to sell through the legitimate deal- 
er and before cunsidering any other 
method of distribution he will sit 
down and talk the matter over 
with the dealer or dealers in- 
voived.” 
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This is an exploded view of the parts 
and simple assembly of a VULCO 


Aluminum Window Screen. 


MR. BUILDING 
SUPPLY 
DEALER 


fabricate 
and sell-- 


VYubeo ALUMINUM 


SCREENS and 
pooRS ~ 


VULCO Aluminum Inserts are 


easily placed in position and 


VULCO electric saw mit- 
ers channel correctly, eas- 
ily and quickly — anyone 
can become expert after 





a few tries. 


A Few Tools, a Few Compo- 
nent parts ... VULCO “Know- 
How” and YOU'RE IN BUSI- 
NESS! In slack seasons, 
switch your idle labor to 
fabricating VULCO Alumi- 
num Screens and Doors. 


presto! a super-strong corner. 
‘ 





2 
4 F With screen wire in position, 
‘ TA __ roller locks wire in frame; add 

* spline, and VULCO window 


screen or door is complete. 








\ A Leader in the Industry since 1945 
. Member: “National Association of Manufacturers” 
“Frame Screen Manufacturers Association” 


iy : QUALITY GUARANTEED — MAIL COUPON ToDAY \ 
~ “<4 errr ii lit i iiiiyyiiyyw 
4g i, 


. To: Vulcan Metal Products, Inc., Dept. SBS . 

7 2801 6th Avenue, South x 

4 Birmingham, Alabama a 

@ Please send me complete information about - 

® VULCAN Quality Products and VULCAN § 

- Service. No obligation. a 

METAL PRODUCTS, Inc. H 
2801 6th Avenue, South 4 NAME _____.. — a 
Birmingham, Ala. g ADDRESS H 
NEVER your COMPETITOR F e 
gw ciTy bs ui Ste Py 

fd 


Pet T TT iT TiTiTitistiiiy iii 
Sales Offices: Atlanta, Ga.; Birmingham, Ala.; Boston, Mass.; Chicago, Ill.; Liberty, 
Mo.; New Smyrna Beach, Fia.; Somerville, N.J.; Tyler, Tex.; York, Pa. 
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Want to Boost 
Your Siding 





-- The ONE 
Aluminum 
Siding that 
offers 3-POINT 
INTERLOCK DESIGN 
Yhut- 





Insulation Backer Board 


Once the bottom course of Tripl- 
Tite* Aluminum Siding is installed, 
additional panels can be added 
easily, quickly and in perfect align- 
ment. While each panel is being 
fastened, it rests on the panel below 
it. Applicator does not have to hold 
panel in place—a common fault with 
old-fashioned types. Also, no time- 
consuming, repeated leveling oper- 
ations are necessary. 

If desired, Tripl-Tite is furnished 
with an insulating backer board. 
Made of a special composition, this 
unique backer board not only pro- 
vides maximum insulation, but also 
eliminates the need for sheathing. 
The result: utmost customer satis- 
faction and worthwhile savings in 
time, money, and man-hours .. . 
more sales and profits for you. 


*Trade Mark 


Available in six baked-on enamel colors 


Write or wire for details! 


National 


Ss IDING Products Co. 


Distributed Nationally by PRODUX, INC. 
2 Gateway Center * Pittsburgh, Pa. 
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Harper Is Secretary 
of Atlanta BMSA 


BEN G. HARPER JR., above, has 
been named executive secretary 
of the Building Material Supply 
Association, Inc., of Atlanta, Ga. 
He succeeds the late Joe Rowell, 
who served as association secretary 
for 22 years. 

Harper, a native of Atlanta and 
a graduate of the Atlanta Law 
School, has been in the sales, man- 
ufacturing, and management fields 
for approximately 20 years. Before 
joining BMSA, he was a foreman 
at Lockheed Aircraft Corp., Mari- 
etta, Ga. 

His offices are at 610 Glenn 
Bldg., Atlanta. 


Georgians Told Mortgage 
Funds Easier to Get 


Dealers and suppliers at the 33rd 
annual convention of the Building 
Material Merchants of Georgia on 
St. Simons Island, May 19-21, 
heard optimistic reports from C. B. 
Sweet, deputy commissioner of the 
Federal Housing Administration, 
Washington, D. C., and John J. 
Vaux, Atlanta district secretary of 
the Voluntary Home Mortgage 
Credit Committee, on the avail- 
ability of mortage funds and easier 
terms. Nearly 300 persons attended 
the meeting. 

Sweet urged Georgians to get 
sponsors for housing for the elder- 
ly, and to push FHA Title I im- 
provement jobs. He _ predicted 
1,250,000 housing starts for the 
nation this year. 

NRLDA Secretary Ed H. Libbey 


of Washington and Oertell Collins, 
NRLDA director of Savannah, de- 
tailed the services of the state and 
national associations — and listed 
projects underway. 

Harrell C. Murray of Savannah 
was elected president of the Geor- 
gia group to succeed Ed H. Cham- 
bers of Gainesville. Other officers 
include B. W. Fleming of Atlanta, 
vice-president, and James H. Flow- 
ers of East Point, secretary-treas- 
urer. J. M. Wooddall of Augusta 
was elected a director. 


Texas Convention 
(Continued from page 48) 


ed: “Some dealers complain about 
how slow business is. Well, you 
have an eight-billion-dollar mar- 
ket (in the home improvement 
field) and I don’t think you have 
a right to complain. 

“If you are going to get into 
the home improvement market, 
you need a plan. Have a plan you 
think will work and let people 
know you are in the business. They 
won’t come to you because they 
like you, but because you do a 
good job. 

“One of the biggest problems 
is the fright about getting a legiti- 
mate profit. Many of you are 
afraid to ask your customers to 
pay you a profit. Sell the full 
package-deal, both labor and ma- 
terial, with a full mark-up on both, 
to get a legitimate profit.” 

Engel, on ‘“‘How to Merchandise 
Price,” said: “One serious differ- 
ence I take with Paul Hollenbeck 
has to do with the type of com- 
panies we operate. We _ should 
have building material department 
stores and forget we were ever 
dubbed with the drab and un- 
glamorous name of lumber yard. 

“Before merchandising price you 
must first divide your business in- 
to departments: (1) Paints and dec- 
orative materials; (2) do-it-your- 
self; (3) home improvement or re- 
pair and remodeling; (4) new home 
department with plan books; (5) 
millwork department, but not 
manufacturing, only stock items; 
(6) contractor and building sales; 
and (7) wholesale sales department 
for lines you might have exclu- 
sive, or by carload or truck load.” 

Said analyst Hollenbeck: ‘“Per- 
haps I left the wrong impression 
yesterday. There is as much profit 
in a store operation as there is 
in any part of your business. If 
your price thinking is right, your 
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price must be higher. Some with 
a store operation don’t know their 
costs. When you go into store oper- 
ation and do it correctly, you will 
have high overhead. 

“T used to believe it was too ex- 
pensive to ‘cost’ tickets. Now I 
know it is the most important thing 
you can do to improve profit. It 
takes only one hour a day to ‘cost’ 
tickets. When you do that you im- 
mediately make money because 
you catch many errors, discover 
many items you should have rais- 
ed the price on. But don’t ‘spot- 
cost’ your tickets. ‘Cost’ them all, 
or none. It’s a waste of time to 
‘spot-cost.’ ”’ 

In the final business session 
Wenzlick, with charts on real 
estate activity back to 1795, said 
the big building boom ended last 
year and that “now we are ina 
period of readjustment.” 

Using charts, he predicted: ““My 
guess is that the period of re- 
adjustment will be longer than 
most people think, but not so 
severe. I think this adjustment 
will be relatively minor. 

“T expect construction costs to 
drop some, then go higher, but 
I do not expect much drop in the 
value of existing structures.” 

Terming himself as “a conserva- 
tive optimist” about building, 
Wenzlick forecast a stable building 
material market for 1958 and 
added: 

“Keep enough in the till to feed 
the horse. Play it conservatively 
in 1958, with a balanced stock, but 
no inventory building of conse- 
quence.” 

Other “Wenzlickisms”’: 

“Our 1939 dollar now buys 48% 
cents worth of goods and services, 
30.8 cents worth of new construc- 
tion and 34.4 cents worth of exist- 
ing houses in the single family 
class. 

“Ten years from 1958 the sell- 
ing price of a house will be more 
than the cost of today’s existing 
houses. 

“A house bought in 1941, if sold 
today, would bring the owner 53 
per cent more purchasing power, 
after 18 years, than he put into it. 

“Tight money helped the build- 
ing industry by preventing over- 
building. 

“New non-farm houses will be 
sluggish this year and we will do 
well to equal last year. 

‘“‘Automobile workers have push- 
ed their price scales higher and 
higher until they have priced the 
automobile out of the market.” 

Fourteen dealers were elected to 
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ajestic “bw 
ost barbecue 





Majestic 


= CHAR-GRILL 


‘ relate, 


VENT-HOOD 


for wood or metal cabinets, 
or masonry base, in kitchen 
or recreation room 


IN 
MASONRY 


am 
al ~ 


gf All designed ~ 
with the mason 
‘S.__ in mind! | 16” 


—— oe 


Cast iron doors and door frames, heavy angle-iron 
steel frames, adjustable grates for wood or char- 
coal, draft regulators in all doors and special top 
grilles of tapered and notched design for most 
effective cooking. Four different models, all for 
outdoor or indoor installation. Motorized spit, 
smoke hood and other convenient accessories avail- 
able. Steck and display a full line for greater bar- 
becue profits! 


Ba dae Je. ; 


——— or POUR MOS eee 
Write for details! 


The —o., 
414-C Erie Street, Huntington, Indiana 
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Long-Bel/ 


BARN POLES 


put more profit 
in your pocket 


| yl 
oe 


Demand continues to grow for pole- 
type jobs for dairy and beef cattle 
pole barns, for machinery storage, in 
fact for scores of farm and small 
industrial operations. 

Jobs put up with Long-Bell Pressure- 
Treated poles last longer, look better, 
sell easier . . . and put more profit 
in your pocket. 

Manufacturers of these other “‘life- 
‘ime” products — 


CREOSOTED SOUTHERN YELLOW PINE & 
DOUGLAS FIR: 
POSTS «+ POLES «+ PILING 
LUMBER «* CROSS ARMS « TIES 
WOLMANIZED® DOUGLAS FIR LUMBER 
UNTREATED FABRICATED TRUSSES 
629 W. Bidg. 
Houston, Texas 


209 Phildor Bidg. 
Dallas, Texas 


P. O. Box 192 
DeRidder, La. 


410 T&P Pass. 
Station Bidg. 
Ft. Worth, Texas 


415 New Moore Bidg. 
San Antonio, Texas 


Leonhardt Bidg. 
Okla. City, Okla. 


There Is No Substitute 
For The L-B Brand 


‘ INTERNATIONAL PAPER COMPANY 


Diviston 
KANSAS CITY,MO. «+ LONGVIEW, WASH. 
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the 60-man board of directors of 
the Lumbermen’s Assn. of Texas. 
These include Harry M. Beverly, 
Amarillo; Jimmy Wilson JZJr., 
Floyada; Tom A. Howell, Corpus 
Christi; W. D. Coleman, Victoria; 
A. A. Shepherd, San Antonio; G. B. 
Clark Jr., Snyder; Wayne D. Mc- 
Cluskey, Edinburg; O. O. Smith, 
Goldthwaite; G. L. McKay, Clute; 
Rudolph Muse, Wichita Falls; 
Charles P. Schulze Jr., Irving; D. 
Williford, Dallas; Thad Decker, 
Orange, and Harry L. Swiff, Gal- 
veston. 


Trade Associations 
(Continued from page 36) 


These officers and a board of 44 
directors and three honorary direc- 
tors form the executive committee. 

The NAWLA meets annually to 
afford a forum for wholesalers to 
discuss problems of mutual in- 
terest. 

Special services offered to whole- 
saler members of the association 
include a credit and collection de- 
partment, a reciprocal tracer re- 
port, telegraphic credit service, and 
transportation insurance. In co- 
operation with NLMA and NRLDA, 
NAWLA is conducting a study of 
mechanized handling of lumber 
and unitized lumber shipments. It 
surveys costs of conducting a 
wholesale lumber business each 
year. 

The association handles pub- 
licity in behalf of wholesale dis- 
tributors and the sale of wood 
products. A bulletin service keeps 
all members well informed on 
association activities. 

NAWLA also offers an arbitra- 
tion board to settle trade disputes 
and retains counsel to protect 
member-interest in various I.C.C. 
matters. 

The association defines a whole- 
saler in its by-laws as ‘a person 
100 per cent of whose business is 
the active and continuous buying 
of lumber and timber products and 
reselling and distributing § said 
products to wholesale trade, who 
maintains a sales organization for 
this purpose, assumes credit risks 
and such other obligations as are 
incident to the transportation and 
distribution of said products and 
whose sales in dollars to wholesale 
trade are at least 60 per cent to 
others than his owners, stockhold- 
ers, partners, affiliated firms, sub- 
sidiaries, or to others with whom 





he has a direct or indirect financial 
interest.” 


NACLS 


@ THE NATIONAL ASSOCIATION of 
Commission Lumber Salesmen was 
formed in 1922 by a small group of 
lumber salesmen seeking to solve 
common problems. 

Today, its 279 members strive to 
keep strongly alive the motto on 
the association insignia — “The de- 
pendable medium between buyer 
and seller.” 

To achieve this purpose and bet- 
ter serve commission lumber sales- 
men throughout the nation, NACLS 
has formulated four major objec- 
tives: 

(1) To co-ordinate the efforts of 
the commission lumber salesmen 
of the United States in such a man- 
ner as will best serve the needs 
of the lumber industry and protect 
and maintain the commission sales- 
man as an essential factor in the 
distribution of all lumber products. 

(2) To co-operate with all other 
branches of the lumber industry in 
all constructive programs for the 
advancement of the industry so as 








( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 
STICKS AND STAYS pir 


een 
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Most dealers mae 
“Our sales of Dur- 

ham’s Rock - Hard 

Water Putty keep 

doubling, year after 

year.” at’s more, 

Durham’s Rock- 

Hard Water Putty 

gives you by far the 

best profit margin on 

any product of this : 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and be aps so regu- 
larly. Many eae materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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to aid in the more efficient distribu- 
tion of lumber and other forest 
products. 

(3) To do all those things neces- 
sary to bring about closer harmony 
between the salesman, manufac- 
turer, wholesaler and retailer. 

(4) To formulate a code of ethics 
for commission lumber salesmen 
and to endeavor to have all mem- 
bers adhere to same. 

The association’s code of ethics 
states that “since the commission 
salesman occupies a relation to the 
shipper similar to that of a salaried 
salesman, receiving a commission 
in lieu of a salary and expenses, 
our first duty is to our shippers, 
our second duty to our customers, 
and our obligation in all transac- 
tions is to see that at no time does 
the one take advantage of the 
other.” 

All articles of the NACLS code 
have one goal — to keep fair and 
effective distribution by strict ad- 
herence to the code. “It is designed 
to cultivate true friendship, confi- 
dence and cooperation between 
persons in the lumber and timber 
products industry.” 

NACLS officers include: presi- 
dent, F. C. Poore, Chicago, IL; 
first vice-president, J. B. O’Meara, 
Minneapolis, Minn.; second vice- 
president, Wayne C. Mawhinney, 
Cleveland, Ohio; third vice-presi- 
dent, Ed C. Duke, Memphis, Tenn.; 
treasurer, John J. Julian, Chicago; 
and. secretary-manager, G. R. 
Gloor. Gloor’s headquarters are at 
3903 Olive Street, St. Louis 8, Mo. 

These officers and 12 additional 
members compose the executive 
committee. A board of directors of 
21 men is regularly elected by the 
members. 

Through the representation of a 
committee, the NACLS is pres- 
ently working directly with. the 
National Lumber Manufacturers 
Association in the launching of a 
new promotion program. 


Retirement Plan 
(Continued from page 42) 


penditure. 

The plan’s operation is essenti- 
ally simple. Responsibility for its 
administration is vested in a com- 
mittee of not less than three or 
more than seven employees, se- 
lected by the company board of 
directors. At least one of the mem- 
bers must be an employee who 
is neither a company director nor 
an executive officer. 

Everyone is aware that he has 
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a definite part in determining the 
size of the contribution, inasmuch 
as that sum is based on net profits 
before Federal and state income 
taxes. Each year, the company ex- 
pects to contribute 25 per cent of 
all profits in excess of an amount 
equal to 10 per cent of the book 
value of the capital stock and 
surplus of the company. 

When the company’s contribu- 
tion reaches the trust fund, the 
amount is allocated within to ac- 
counts of all participating em- 
ployees. An employee automati- 
cally reaches that category when 
he has completed an uninterrupt- 
ed 12 months of service with 
Addison-Rudesal. 

The employee’s share in the 
trust fund is determined by his 
length of service and base com- 
pensation. This includes all sal- 
aries and wages, and overtime 
payments (but no bonus or pre- 
mium payments). The participant 
is entitled to one unit for each 
year of service and one unit for 
each $100 of annual base com- 
pensation. His proportion of com- 
pany contribution is determined 
by the proportion which his num- 
ber of units bears to the total 
number of units of all participat- 
ing employees. 

Under the plan, the participant 
will retire on December 31 of the 
year in which he becomes 65. Our 
board of directors, however, may 
elect to keep him employed be- 
yond that date, if he is willing. In 
such cases, his plan benefits con- 
tinue to accrue. 

On retirement, the employee 
is entitled to the entire amount 
credited him from the trust fund 
He may elect to receive the amount 
in one lump sum. Or he may pre- 
fer payment of benefits in monthly 
installments. Final decision, in any 
case, is left to the committee. 

Discharge because of disloyalty, 
dishonesty, or insubordination au- 
tomatically forfeits all benefits 
accruable to an employee. If he 
leaves the company voluntarily 
prior to completion of 10 years 
of service, he likewise receives 
nothing. If he chooses to leave 
after completion of 10 years’ serv- 
ice, he gets 50 per cent of the 
amount due him from the trust 
fund, plus an additional 5 per cent 
of the amount for each year of 
work in excess of the 10. In all, 
it takes 20 years’ service to leave 
the company prior to retirement 
and draw full benefits. 

An important feature of our 
plan is that all amounts so for- 
feited by employees are distribut- 


BUILT-INS 
are 


GAS and ELECTRIC 


BUILT-IN RANGES offer you, Mr. 
Dealer, an opportunity to buy 
at distributor prices. You can 
qualify if you have salesmen 
calling on builders and if you 
have display space. Write today 
for folders and prices. 


——— 
= 
oe 


a _ : ae 
NO FRONT CUTOUTS 
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aid, one of Nit: 
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TENNESSEE STOVE WORKS 


oe ie  eekence | TENNESSEE 
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“READY - MIX” 


BUSINESS 


PAYS 
OFF! 


Actual photograph Ready Mix Instal- 
lation at Huston Lumber Company — 
at Carey, Ohio 


Your Winslow representative can call 
on you, at your convenience, and 
prove, with “details and facts,” how 
you can set-up a profitable Winslow 
Ready-Mix plant at a reasonable 
overall investment. 

Here are some typical dealer reports. . 
“our Binanbatch investment paid for 
itself in approximately one year”... 
“big increase in tie-in sales since 
handling Ready-Mix in our yard”... 
“We get additional business in our 
area because we sell Ready-Mix.” 


Take advantage of the Binanbatch 
Ready-Mix profits . . . have our rep- 
resentative prove to you a minimum 
investment puts you in the Ready- 
Mix business! 


Send coupon for 
complete details. 


Winslow Scale Co. 


25th & Haythorne Terre Haute, Ind. 


Please send us details on the Binan- 
batch for increasing over-all profits. 











ed to the accounts of the remaining 
workers in the same manner as 
the annual company contribution. 

Another important point to re- 
member on this score is that cur- 
rent Bureau of Internal Revenue 
regulations provide that neither 
the amount of the company con- 
tribution to which an employee 
is entitled nor that income earned 
on the trust fund’s investments is 
taxable until distributed or made 
available to him. 

In any case, let us emphasize, 
under our profit-sharing and re- 
tirement plan, no employee is 
actually guaranteed an income 
after retirement. The amount 
available to him as _ retirement 
benefits is contingent solely on 
specified company profits. Thus, 
no profits, no contributions. 

Addison-Rudesal has designated 
the Trust Company of Georgia as 
trustee for all funds set aside by 
the company. In turn, this trustee 
invests all money, and income 
earned on the investments also is 
distributed to the fund accounts 
of participants. Money from which 
the employee is paid benefits comes 
from three sources: (1) the annual 
company contribution, (2) earn- 
ings from investments made by 
the trustee, and (3) forfeitures. 

A more loyal and enthusiastic 
group of employees would be dif- 
ficult to find. Our workers quickly 
tell new staff members that the 
company is going “all out” in 
everybody’s behalf. 

Pertinent statistics are always 
of interest to others, possibly con- 
templating inauguration of a simi- 
lar scheme. 

During the five years of the 
Plan’s operation, over $147,000 
from company contributions and 
investment income has been al- 
located to the accounts of par- 
ticipating employees. At the pres- 
ent time, a total of 42 employees 
are covered by the Plan. A total 
of $11,000 has already been paid 
out in retirement and death bene- 
fits. One of those retired was 
a faithful Negro employee who 
chalked up a departing benefit 
check of around $3,000. This 
amount, plus his social security, 
is now doing much to make his 
latter years more livable. 


Baltimore Progress 
(Continued from page 43) 


purposes that demand the best in 
design and perfection . . . houses 
of divine worship, institutions of 


mercy, halls of education and 
others in which dignity and beauty 
are essential requirements. 

“It is with gratitude and in ac- 
knowledgment of Mr. Kolker’s 50 
years of leadership in the produc- 
tion of magnificence for that which 
is in the grand tradition that the 
accompanying Certificate of Dis- 
tinguished Citizenship is awarded.” 

Founded in a “back yard” in 
East Baltimore, Maryland Lumber 
has expanded until it has some 80,- 
000 square feet under roof and 
seven acres of outside lumber stor- 
age area between its general offices 
and woodworking building on 
North Warwick Avenue and the 
sales branch and warehouses on 
West Franklin Street. Teaming 
with the founder in the firm’s en- 
larged operations are his sons — 
Fabian H. Kolker as vice-president, 
and Budd Kolker as _ secretary- 
treasurer. 

A railroad siding through the 
yards accommodates 20 boxcars. 
Lumber is efficiently handled by 
lift trucks. Conveyors, planers, and 
sanders expedite the production of 
lumber to exact industrial specifi- 
cations. The company’s fully- 
equipped wood-working plant for 
the manufacture of architectural 
millwork is said to be the most 
modern in the area. Among recent 
institutional millwork projects are 
the law school building of Howard 
University at Washington, D. C., 
the University of Maryland’s 
journalism building, and Baltimore 
City Hospital’s new addition. 








ANCO PALLET TRUCKS 


Handles .. . 


10 BAGS OF CEMENT 
8 BAGS OF PLASTER 
13 BAGS OF MASONAY 


TODAYS 
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There’s big money in the kitchen cabinet business. Get your share of sales and profits by stocking and selling easy-to- 
sell IDEAL Kitchen Cabinets. These precision-made cabinets are pre-sold through intensive and extensive advertising. 
Made of Western Ponderosa Pine, they are ideally suited to the “Age of Color’’ and the trend to natural finishes and 
stains. Made in many sizes, they are easily arranged for maximum convenience in any size room. You can save layout 


time by using IDEAL Kitchen Planning Sheets. Write IDEAL Company, Box 889, Waco, Texas, for a supply. 


MANUFACTURED BY IDEAL COMPANY e WACO, TEXAS 
South’s Largest Producer of Standard Millwork 


Kitchen 
ee 


























A Fully Integrated 
Lumber Operation 


Our own large timber resources 
and thoroughly modern plants 
enable you to get THE 
LUMBER YOU WANT WHEN 
YOU WANT IT. 


Rapid Service on Mixed Cars 


Wing - Line 
Fit ‘n’ Finish 
SHUTTERS 


. As more and more buyers are chocsing interior 


shutters, the profitable line for dealers is proving 
to be Wing-Line Fit ’n’ Finish. Any size of 
shutter installation for windows, doors, screens 
and room dividers, can be made from stock 
- panels, ready to stain or paint. Complete hard- 
ware kits available. 


FREE SHUTTER DISPLAY 


... With purchase of 20 most frequently used 
assortment Fit ’n’ Finish shutter panels. Retail 
value of shutters and hardware kits $146.75. 
Your cost only $94.50, with this attractive 
M@ “SalesScenter” Display FREE. Complete in- 

' structions with each order. ORDER TODAY! 


The Sam A.\Winc) Company, Zc. 


5035 Willis Ave. 


Dallas 6, Texas 
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SUGAR PINE - PONDEROSA PINE 
DOUGLAS FIR + WHITE FIR and 
INCENSE CEDAR PRODUCTS. 


Moulding - Glued Panels + Millwork 


available in mixed cars. 


The Ralph L. 


_ SMITH | 


Lumber Company 


Millis at Anderson, Red Biuff, Castella, 
Wildwood, and Mt. Shasta, California 


Sales and General Offices at Anderson, California 
Member Western Pine and West Coast Associations 


For more details on above items, use Coupon on Page 52 





FHA Technical Studies 


The Federal Housing Adminis- 
tration has a technical studies pro- 
gram designed to solve, through 
research, technical problems on 
the use of new materials and meth- 
ods of construction. These studies 
help to improve housing standards 
and reduce housing costs. 


Materials Jobbing 


(Continued from page 41) 


Company offices are designed 
both for utility and show pur- 
poses, and include use of materials 
distributed by it — ceilings of 
Armstrong Cushiontone and dec- 
orator panels, walls of Masonite 
Misty Walnut and prefinished 
hardwood cherry, birch, walnut, 
and light and dark lauan panel- 
ing. An area is likewise provided 
for display of various window and 
cabinet units handled by the firm. 

The company display area in- 
cludes a_ well-outfitted kitchen 
with Bilt-Well cabinets — natural 
birch units at top, with lower 
cabinets of ponderosa pine, stain- 
ed different colors to show vari- 
ous possibilities afforded. Com- 
pletely outfitted, the kitchen may 
be used for sales meetings, dealer 
conferences, and company coffee 
breaks. 

Prior to occupying new quarters, 
and since 1955, the company, under 
difficulty, had been operating from 


two warehouses and an antiquated 
office building at 1008 West Palmer 
St. 

Commenting on~ Miller Mill- 
work’s noticeably subdued formal 
opening in March, Miller stated: 

“Being one of the few 100-per- 
cent jobbers left in this part of 
the country, and trying hard to 
maintain this status, we deliberate- 
ly refrained from any local pub- 
licity. It has been our sad experi- 
ence that when we advertise or 
publicize any activity, the contrac- 
tors and public interpret it to 
mean we are open for business 
to the public and we have to spend 
a lot of time smoothing ruffled 
feathers and explaining. For this 
reason, we sent our announcements 
to the retail lumber dealers, archi- 
tects, suppliers, and business as- 
sociates and did not ask for any 
local publicity.” 

The firm employs three outside 
salesmen to cover an approximate 
175-mile radius around Charlotte. 
In addition to its own Queen and 
King window units, Miller Mill- 
work distributes Bilt-Well win- 
dow units, kitchen cabinets, and 
millwork; R. O. W. window units; 
Armstrong ceilings and insulation; 
Masonite; Leigh aluminum prod- 
ucts; Unique balances; Cannon- 
Craft Shutters; Kordite; Maywood 
door lights and shutters; and a 
general line of stock millwork. 

Company officers besides Presi- 
dent Miller, who also serves as 
treasurer, are George W. Barnett, 
vice-president, and Mrs. Lorraine 
Davis, office manager. 





Dealer-Friendship 
(Continued from page 37) 


Crews were hired for carpentry, 
decorating, lighting, and painting. 
Interior decorating was by Love- 
man’s, a leading Birmingham de- 
partment store. 

The wall sections were put to- 
gether at the two plants; the doors 
and windows, installed on the site. 

Built into, or otherwise display- 
ed, were 16 types of interior wall 
paneling, three of ceiling materials, 
three of exterior wall, four of wood 
window units, five interior and 
three exterior door units, four de- 
signs of stair work, four of orna- 
mental iron, and counter-covering 
material. 

The entire construction was 
erected to simulate standard con- 
struction, except for insulation. 

The exhibit was manned by four 
to eight lumber dealer salesmen, 
six jobber representatives, and 
three factory men. 

Well ahead of the show, the 
sponsors mailed tickets to 1,100 
builders and architects and 500 
lumber dealers. 

Visitors to the exhibit were in- 
vited to register for a transistor 
radio, given away on the last eve- 
ning of the show. Various adver- 
tising pieces were handed out, in- 
cluding postal cards for requesting 
additional information on mate- 
rials. 

“The people who came through 
our exhibit,” said Walker, “saw 
many materials that are just now 











sales 


ant Ey 


offices 


throughout the world 


ussell,inc. 


GENERAL OFFICE: PORTLAND 1, OREGON : 


Merchandisers of all Pacific Coast Forest Products 


Domestic and imported plywoods 


Kaiser — Fir Tex Insulating Board Products 


DOMESTIC AND EXPORT - RAIL AND WATER 
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being introduced in the Birming- 
ham area. And they saw these 
materials in actual construction, 
rather than in small sample 
pieces.” 

“The dealer customers,” said 
Block, ‘“‘were able to show pros- 
pects the latest thing in doors, for 
example, just as they might look 
in their homes. Beside each, we 
placed small samples of doors, 
impressing upon the salesman the 
advantage of demonstration with 
the full-size exhibit.” 

Principal purpose of the exhibit 
was to inspire retail dealers to 
adopt better salesmanship tech- 
niques by showing them the quali- 
ty materials available and the best 
ways to merchandise them. 

Here are other benefits of the 
display, enumerated by the whole- 
sale participants: 

1. The joint effort established 
a better, closer relationship be- 
tween jobbers and dealers. 

2. Dealers and their personnel 
learned first-hand the products 
and services available from sup- 
pliers. 

3. The combined effort put into 
the product display, the quality 
and quantity of the personnel on 
hand, had a much greater impact 
on the consumer than any one deal- 
er or jobber could have achieved. 

4. The consumer and dealer were 
able to see proper application and 
installation. 

5. The jobber-dealer channel of 
distribution was more clearly de- 
fined. 

6. New interest was developed 


among dealer salesmen for pack- 
age selling. 

7. Manufacturers were provided 
more evidence of a real potential 
in jobber-dealer joint efforts in 
merchandising. 

8. Consumers were shown the 
quality, design, and product to be 
requested when building a home. 

9. Builders, architects, and lend- 
ing agencies were shown the vari- 
ous product lines pre-sold to the 
consumer. 

10. Dealers now are better equip- 
ped to out-merchandise direct 
sellers and specialty houses. 


WE MAKE AMENDS TO 
MR. SAUL SONNIER 


On another page of this issue 
appears a retraction of an error 
made in a previous issue, wherein 
we identified Mr. Sonnier as the 
builder of a house from which 
Hurricane Audrey had blown a 
number of shingles. Mr. Sonnier, 
it now appears, did not in fact 
build that particular house, but 
did build another house shown in 
the same picture and from which 
Hurricane Audrey had not ruffled 
a single shingle. 

Although we did not originate 
the original advertisement, and 
were not aware that it was in- 
correct, we gladly published this 
retraction as soon as the mistake 
was called to our attention. 

The policy of this magazine is 


constructive, and our retraction 
will indicate how willingly we 
follow this policy. 

Our best wishes go to Mr. Saul 
Sonnier of Lafayette, Louisiana, 
who obviously builds good, sound 
roofs. We are happy to remove 
any possible inference to the con- 
trary which this ad may have 
created. 

— SOUTHERN BUILDING SUPPLIES. 


Jobber Bookkeeping 
(Continued from page 39) 


ninety days notice. The total 
monthly rental we are paying now 
is about $585, but certain small 
improvements which were, or are 
in the process of being added to 
the machines will raise this rental 
figure to about $620 in the near 
future. These figures include state 
and federal taxes which are rather 
heavy, 3% and 10%. 

An excellent feature of IBM 
equipment is its ease of modifica- 
tion to meet expanding business 
details. One may start out with a 
strip-down machine and, as his 
business grows, continue to add 
features and more capacity to the 
machine. 

For example, we first placed our 
order for only 32 counters, later 
changing this to 44 counters before 
the machine was shipped. Since 
then we have added 12 additional 
counters bringing the total to 56 
counters. Likewise, our sorter first 
operated at a speed of 250 cards 








Ds 


merchandises all species of West Coast 


lumber, Fir plywood, hardwood plywoods, doorskins and distributes 


a complete line of Kaiser—Fir Tex Insulating Board products. 


SOUTHERN SALES REPRESENTATIVES 


Downing Lumber Company 
Anniston and Birmingham, Alabama 


Southern Lumber Sales 
Pine Bluff, Arkansas 
Cecil M. Brooks 
Dallas, Texas 


Wm. C. Whitridge 
P. O. Box 6202, Houston 6, Texas 


Dant & Russell, Inc. 
Washington, D. C. 


Dant & Russell, Inc. 
Fort Lauderdale, Florida 


Bolen-Brunson-Bell Lumber Company 


Memphis, Tennessee 


J. E. Elrod Lumber Company 
Charlotte, N. C. 
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Classified Advertising 














MANUFACTURERS REP WANTED 





WANTED — Manufacturers representative for 
the Mississippi, Western Tennessee and Ken- 
tucky territory, to sell fine quality cylindrical 
locksets, bathroom accessories and other Build- 
ers Hardware products in this fully protected 
territory. An excellent opportunity for a man 
with limited secondary line who is presently 
confining his activities to this territory and 
whe needs a major line and has the necessary 
time to devete to promoting it. 

This is an open bid for an outstanding pro- 
ducer who is looking for Nationally Accepted 
Builders Hardware Products to Jobbers, Contract 
Hardware Dealers and Large Volume Distribu- 
ters and who can regularly and aggressively 
cover all such channels fcr top results. Please 


give full details of background and experience. 


Write to: Howard Sweetman, General Manager, 
DONNER MANUFACTURING CO., 12860 Brad- 


ley Ave.. Sylmar, Calif. 





MANUFACTURERS AGENTS WANTED 





Manufacturer of a quality line of select red 
birch kitchen cabinets, priced for real volume. 
Some excellent areas are open to qualified rep- 
resentatives. Please reply to Box 95, Southern 
Building Supplies, 806 Peachtree St., N.E., At- 
lanta 8, Ga. 





HELP WANTED 





SOUTHERN SALES REPRESENTATIVE to travel 
Virginia, North Carolina and South Carolina — 
for top-rated, established and aggressive manu- 
facturer offering a full line of finest quality, 
competitively priced Aluminum products for 
the building and improvement field. One of the 
nation’s finest and fastest growing plants in 
the industry, plus strong national advertising 
and promotion to back you. Man selected must 
travel 5 days a week; however, income will be 
commensurate with ability and responsibility. 
Top references required. Send resume of quali- 
fications in strictest confidence, to our Ad- 
vertising Agency: MacDonald-Cook Company, 
808 Sherland Building, South Bend 1, Indiana. 





FOR SALE 





VIROLA. The exotic wood from South America 
that is gaining acceptance like wildfire for 
mouldings, trim, special millwork, cabinets, wall 


paneling. 


Looks and finishes like mahogany. Works 


better — more stable — costs far less. 


We are largest U. S. importers. Maintain ade- 
quate stocks in Lynchburg, Va. AD or KD. 
Truck or rail shipments. Please write, wire, 


Phone for q i od pl 





RUSSELL SIMMONS LUMBER CO. 


Box 2067. Phone LD 957. Greensboro, N. C. 
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per minute. Last fali we increased 
the speed to 450 per minute at a 
very nominal increase in monthly 
rental charge. 

We are beginning to feel the 
need for a fourth machine, the 
Model 77 Collator, and I hope we 
can afford it in the very near fu- 
ture. The collator has no substitute 
for merging two groups of cards 
into common sequence. 

I have been questioned from time 
to time in regard to the cost of the 
IBM equipment services with staff, 
as compared with less automatic 
or more manual systems of record- 
keeping. Actually, we have been 
making so many changes affecting 
our office staff during the past year 
or two, that it would be impossible 
for me to determine what might 
be considered normal. I do feel, 
however, that we must have more 
volume before our punched card 
system will completely pay its way. 
At our present volume we could no 
doubt do with a less automatic or 
more manual system of records- 
keeping and do a very good job. 
Certainly we would not have as 
much statistical information for in- 
ventory control, but we would no 
doubt get the job done with reason- 
able efficiency. 

Our objective in having IBM 
equipment is that we anticipate 
greater sales and feel that there is 
such a great possibility for the 
growth of sales volume without a 
corresponding growth in the office 
staff or the cost of handling the 
related paper work. 

Our machines understandably 
serve a number of regular uses — 
the compilation of warehouse or- 
ders, customers’ invoices, accounts 
receivable statements, and voucher 
checks, to name a few. 

The warehouse order is the first 
machine-written step in our billing 
procedure. We pull cards from the 
tub files as per orders sent in by 
our salesmen, etc. The merchandise 
cards go in the 526 Punch where 
customer account number is auto- 
matically punched from the pre- 
ceding name and address cards 
therefor. The warehouse order is 
then written, and the cards sorted 
by item number along with all 
other customer cards for that truck 
load. The truck is loaded from the 
warehouse order in proper se- 
quence. The warehouse orders are 
marked to show exact quantity 
shipped, and then are sent back to 
the IBM room where cards are 
edited to agree with exact quantity 
shipped. 

After warehouse orders are edit- 
ed, they are put in the tabulator 


and customers’ invoices are pre- 
pared. Information on the invoices 
includes account number, custo- 
mer’s sales classification, his credit 
rating, sales tax number, shipping 
address, due-date code, cash dis- 
count code, terms of payment, -in- 
voice reference number, plus all 
order information. 

The accounts receivable card 
contains customer account number, 
amount of invoice, cash discount 
amount, weight in pounds, sales 
tax and tax identification code, cost 
of invoice, state code number and 
the invoice serial number. 

I have been asked if, had we an- 
other chance to gear up for the 
same accounting and record system, 
we would change our procedure 
pattern. That is difficult to answer. 
I would recommend, nevertheless, 
that any wholesaler contemplating 
such undertaking not try to tackle 
too many major jobs in this regard 
at one time. 

Our IBM record system has been 
commended by a number of equip- 
ment specialists and office consul- 
tants. Our top area salesman for 
Moore Business Forms (out of Den- 
ton, Texas) actually has carried 
samples of our forms to a large 
manufacturing firm nearby which 
has an extremely large IBM instal- 
lation. 

Both our dealers and salesmen 
have expressed enthusiasm for our 
system which has speeded up or- 
ders, shipments, and payments, 
and cut down on trivial errors or- 
dinarily connected with such pro- 
cedures. 








“THE VERY BEST IS” 


TEMPLIN 


ENGINEERED ROOF FRAMING 


TEMPLIN PLATES 


TRUSS LOCK 


ALL AGENCY AND BUILDING DEPARTMENT ACCEPTANCE 


FRANCHISES 


NOW AVAILABLE 


No Special Equipment Required 


WRITE OR PHONE 


TEMPLIN 


ASSOCIATES, INC 


Vero Beach, Florida 
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Fishing Rodeo Sept. 25-27 


Members of the Alabama Build- 
ing Material Exchange will con- 
vene again this year in Panama 
City, Fla., for the 28th annual Deep 
Sea Fishing Rodeo. The annual 
event, usually held in June, is 
scheduled this year for September 
25-27. 


NBMDA Recommends 
Distribution Policy 


The National Building Material 
Distributors Assn. recently acted 
to clarify current distribution pol- 
icies of manufacturers. 

At its semi-annual meeting in 
Philadelphia, NBMDA officially 
recommended that all manufac- 
turers who distribute through 
wholesalers adopt and publish one 
of. two sales distribution policies, 
indicating that (1) they will sell 
their building materials only 
through wholesalers and furnish 
the wholesalers with prices show- 
ing their net wholesale cost; or 
(2) their willingness to sell through 
wholesalers. Where it is not pos- 


sible to secure a wholesaler, they 
would recognize the wholesaling 
function by selling to the chosen 
outlet at a higher price which 
will properly recognize his func- 
tion, and to furnish the wholesaler 
with prices which recognize the 
wholesaler’s function. 


Bowaters Plans Hardboard 
Mill in South Carolina 


The Bowaters Southern Pape! 
Corp. plans to build a new mill at 
Catawba, S. C., that will produce 
hardboard 100 per cent from hard- 
wood trees. Capacity of the hard- 
board mill will be 500,000 square 
feet a day on a %-inch thick basis. 

The construction schedule will 
be coordinated with that of a pulp 
mill now being erected at Catawba 
by the Bowaters Carolina Corp 
The pulp mill will turn the lumbe1 
into chips for use in hardboard 

The process will open a market 
for low-quality hardwood trees, 
which are abundant in the South- 
east. 

John G. Robinson has _ been 
named superintendent of the Ca- 





tawba plant. He was formerly as- 
sociated with an Oregon hardboard 
manufacturer. 


TV Show to Promote 
Bldg. Glass Products 


Lumber and building supply 
dealers will get a big hand in the 
promotion of building glass this 
summer from the Libbey-Owens- 
Ford Glass Co. via Operation PM. 

Through hard-selling commer- 
cials on the dramatic Perry Mason 
Show over 116 stations of the CBS 
television network, this manufac- 
turer will stimulate consumer de- 
mand for insulating glass in new 
homes and for remodeling and 
room additions, and for window 
glass for Do-It-Yourself pane re- 
placements. 

To tie in with this operation, 
LOF has an assortment of posters, 
banners, folders, consumer maga- 
zine ad reprints, local TV spots, 
and display pieces for the dealer. 
They are available from the local 
LOF distributor or Libbey-Owens- 
Ford Glass Co., Dept. SBS, Toledo 
3, Ohio. 











Shepard & Morse 
Lumber Co. 


607 Builders Exchange Building 
Portland 4, Oregon 


CApitol 2-9576 
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IS YOUR ADDRESS CORRECT? 


If there’s been a change in your mailing address 
— from what is shown on the mailing label — 


please send us your correct address. Write to: 


SOUTHERN BUILDING SUPPLIES 
806 Peachtree Street, N.E. 
Atlanta 8, Ga. 


ROOF VENTS 











Galvanized 


VENTILATORS 


av-r-Pok, Ine. 


and = Aluminum 


@ PRIME COATED 


(Galvanized) 


e FHA APPROVED 


e HEAVY GAUGE 


METAL 


@ WEATHER-PROOF 
@ EASILY INSTALLED 


RECESS TYPE 
‘ ee sel 


one piece, 
nothing to 
assemble 


LOUV-R-PAK, INC. 


Write for name and address of your ication Distributor. 


3629 E. FIRST ST. 


FORT WORTH, TEXAS 
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Imdex of Adwertisers 


This Advertisers’ Index is published as a convenience, and not as a part of the advertising contract. 
Every care will be taken to index correctly. No allowance will be made for errors or failure to insert. 


A 


Adgif Co., Div. of Scripto, Inc. 
Advertising Council 
Alabama Metal Lath Co. 
Allmetal Weatherstrip Co. 
American Screen Products Co. 
Amerock Corporation 21 
Andersen Corp. 60, 61 
Anderson Manufacturing Co., 

Inc., V. E. 
Anthony Truck Co. 
Apco-Rubina, Div. of 

Tusco Corp. 


Armstrong Cork Company 
Building Products Div. 


Arrow Fastener Co., Inc. 
Atlanta Oak Flooring Co. 
Atlantic Steel Company 


Barclite Corporation of 

America 66, 67 
Bennett Mfg. Co., Richard C. e 
Bestwall-Certain-teed 

Sales Corp. 
Binswanger and Company, Inc. 
Bradley Lumber Co. of 

Arkansas 
Britt Sliding Door Corp. 


Cc 


Caldwell Mfg. Co. 

California Redwood Association 
Cameron & Co., Wm. 

Celotex Corp., The 

Classified Ads 

Columbia Mills, Inc. 

Cox & Sons, Inc., Arthur 
Cuckler Mfg. Co. 

Curtis Companies, Inc. . 


D 


Dant and Russell, Inc. 

Daryl Products Corp. 

Davis Co., H. B. 

Desmond Bros. 

Dexter Industries, Inc. 

Dickey Clay Mfg. Co., W. S. 70 
Dierks Forests, Inc. 9 


Dodge Wire Products 
Corp. Second Cover 


Donald Durham Company 84 
Donley Bros. Co. 
Douglas Fir Plywood Assn. 
Dur-O-waL Division, 

Cedar Rapids Block Co. 


E 


Elite Fabricators 


F 


Flintkote Co. 
Fry Roofing Co., Lloyd A. 


G 


Gardner Asphalt Products Co. 
Georgia Pacific Corp. 
Grand Rapids Hardware Co. 


Grant Pulley & Hardware Corp... 


H 


Hager & Son’s Hinge Mfg. 


Co., C. ; Fourth Cover 


Hobbs Wall Lumber Co. 
Homasote Co. 
Homecraft Corp. 
Huttig Sash & Door Co. 


I-XL Furniture Co., Inc. 
Ideal Brass Works, Inc. 
Ideal Co. 
indogontent Nail & 
Packing Co. 
International Paper Co., 
Long-Bell Div. 
Wood Preserving Div. 
Insulite Division of Minnesota 
and Ontario Paper Co. 
Ives Co., H. B. 


J 


Johns-Manville, Inc. 


Johnson Co., C. § 
(Koehring Subsidiary) 


K 


Keasbey & Mattison Co. 
Kelley Mfg. Co. 

Keystone Steel & Wire Co. 
Kitchen Kompact, Inc. 


Koppers Co., Inc., 
Wolman Preservatives Dept. 


L 


Leslie Welding Co., Inc. 

Lion Oil Co., Asphalt 
Products Div. .. 

Logan-Long Co. 

Louver Manuectaning & 
Supply Co. 
Louv-R-Pak 


M 


Majestic Company, Inc. 
Marsh Wall Products, Inc. 
Masonite Corporation 
Maywood, Inc. 
McLeland-Harris Door Co. 


Minnesota & Ontario Paper Co., 
Insulite Division 

Misceramic Tile Co. 

Modern Products, Inc. 

Monarch Metal Weatherstrip 
Corporation . 

Mt. Vernon Furnace Mfg. Co. 

M W Distributors 


N 


National Business Publications, 
Inc. 

National Gypsum Co. 

National Lock Co. 

National Metal Products Co. 

Nudor Mfg. Co 


¢) 


Oconee Clay Products Co. 


P 


Pacific Lumber Co. 

Paine Lumber Co., Ltd. 
Penn-Dixie Cement Corp. 
Phifer Aluminum Screen Co. 


R 


Red Cedar Shingle Bureau 
Republic Steel Corporation 
Reynolds Aluminum Supply Co. 
Reynolds Metals Company, The 
Rock Island Millwork Co. 
Ruberoid Company 
Rudiger-Lang Co. 


S 


Seaview Industries, Inc. 
Shakertown Corp. 

Shepard & Morse Lumber Co. 
Simpson Redwood Co. 

Smith Lumber Co., Ralph L. 
Southern Building Supplies 
Southern Metal Products Corp. 


Southern Sash Sales & 
Supply Co., Inc. 


Third Cover 


Southern Screw Co. 

Stanley Building Specialties 
Company 

Steel Door Corp. 

Superior Fireplace Co. 


T 


Tarter, Webster & Johnson, 

Ine, 

Templin Associates, Inc. 
Tennessee Coal, 

Iron & Railroad Div., 

U. S. Steel Corp. 
Tennessee Fabricating Co. 
Tennessee Stove Works 
Trinity White Div., General 

Portland Cement Co. 
Turpentine & Rosin Factors, 

Inc. 


U 


Valco Aluminum 
Windows 

Jnion Lumber Co. 
nique Balance Co. 
1, S. Plywood Corp. 
Inited States Steel Corp., 
Tenn, Coal, Iron & 
Railroad Div. 

Inited States Treasury Dept. 


Third Cover 
10 


V 


Versa Products Company 
Vestal Manufacturing Co. 
Vulcan Metal Products, Inc. 


WwW 


W. M. Products 

Walker & Son, T. V. 

Want Ads 

Weather-Proof Co. 

West Coast Lumbermen’s 
Assn. 

Western Pine Association 

Weyerhaeuser Sales Co. 17, 82 

Wing Co., Inc., Sam A. 

Winslow Govt. Standard Scale 
Works, Inc. 

Wood Conversion Co. 


Z 


Zegers, Inc, 
Zonolite Company 
Zuber Lumber Co. 





For more details on above items, use Coupon on Page 52 


NEW! DOOR INSERT 


MAKES ANY WOOD DOOR A WINDOW AND DOOR 


Any exterior stock wood door can 
be equipped with this new double- 
hung, weather-tight aluminum window 
Door Insert to eliminate the need for 
Made of heavy ex- 
truded aluminum it comes completely 
(except for glass, wire), 
with frame, sash locking device and 
plastic splines for glazing and screen- 
ing. Available in all standard sizes or 
custom made to fit any door. When 
opened, the door insert allows the air 


a screen door. 


assembled, 


Name. 


to ventilate and when closed it’s com- 
pletely weather-tight. 


Write for prices and details! 


: DOOR INSERT CO., INC. 
5425 BLOSSOM STREET 


HOUSTON, TEXAS 
Rush sample Door-Insert at $6.00. 








P 


Address. 





C y. 
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“STOCK OUR SASH! 
...for ‘58’s Big Construction Storm! 


HORIZONTAL SLIDER DOUBLE HUNG 
The wind is rising! read what the forecasters = 
say. And it’s no tempest in a teapot: at 1.4 

million windows for each 100,000 non-farm 

house starts,* builders will need more than 

14 million windows in 1958, for new homes eoeeeecccceccees 
alone. It'll really be a big blow—to your pride —— 4 


and your profit picture — if you don’t get your 


share. Lash yourself to a big stock of versatile ah 
ae 


eeeeeeeeseoeeeee 
JALOUSIE 


Ualco Aluminum Windows, and prepare to 
ride this wave of prosperity. They're good, 
cheap; pre-sold by reputation, by extensive 
national and regional advertising. They sell 
houses and the people who build houses. Also 
tops for commercial structures, such as the 
luxurious Carillon Hotel in Miami Beach. 
Order your stock today! 
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World's Largest Manufacturer of Aluminum Windows 


*NAHB estimate WAREHOUSES AND SALES OFFICES 
Sheffield, Alabama Hialeah, Florida 


Huntsville, Alabama Tampa, Florida 
Montgomery, Alabama Fort Lauderdale, Florida 
Van Nuys, California Elizabeth, New Jersey 
San Leandro, California Canton, Ohio 
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THE PAUSE--- 
THAT SELLS MILLIONS OF SEE-THRU CARDS! 


This is modern merchandising—Hager packaging. 
shining hardware on midnight black cards with a 
bulls-eye red signature that cashes in on 109-year-old 
Hager brand familiarity. 

No wonder today, Hager is America’s No. 1 

line in carded hardware! 


Ask your jobber or write for full information today. 


) 
EVERYTHING HINGES ON Hager ! C.HAGER & SONS HINGE MFG. CO., ST. LOUIS 4, MISSOURI 


